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‘3¢ Car, Truck Output Hits 5,016,565 Units 


ORIVE EASING USED CAR JAM 


N. Y. Show Date Due to be Set This Week 


Sparks 


Cadillac’s Birth 
Dreystadt Record 
‘The Doctor’ 
Folding Table 


ee 
By 


Chris Sinsabaugh 


{This column of words, commas 
and periods has been running as 
intermittent serial since last July, 
its conductor writing into the rec- 
ord’. tht? déntevements of the fre 
general managers of General 
Motors’ car units enthroned fol- 
lowing the elevation of William S. 
Knudsen from president of Chev- 
rolet to executive vice-president of 
GM. Already it has biographed 
four years of the business lives 
of Pontiac’s Harry Klingler (ADN 
July 3), Buick’s Harlow Curtice 
(ADN Oct. 16) and Oldsmobile’s 
Charley McCuen (ADN Nov. 27). 
Now Cadillac's Nick Drey- 
stadt. Chevrolet's Marvin 


for 


Next: 
ak e * 


HISTORY wig-wags the fact 
hat on Aug. 22, 1902, the Detroit 
Automobile Co. was reorganized 

as the Cadillac 
Automobile Co., 
with $300,000 
capital, but it 
was not until 
the next year 
that it got into 
production, 
turning out 1698 
one - cylinder 
cars, which 
listed at $850. 
That was in the 
diaper days of 
the American automobile indus- 
try. In fact, you hardly could 


(Continued on Page 11, Col. 1) 


PASSENGER CARS 
First Ten in Registration 
as Reported in ADN Today. 


1937 1936 
Pos. Make Pos. 


1—761,889 Ford 740,260— 2 
2—759,830 Chev. 919,979— 1 
3—458,624 Plym. 494,959— 3 
4—253,613 Ddge. 246,350— 4 
5—211,199 Pont. 170,275— 6 
6—203,345 Buick 158,952— 7 
7—186,820 Olds. 176,547— 5 
8— 94,870 Pack. 68,166— 9 
9— 91,020 Chrys. 58,110— 8 
10— 89,554 Huds. 98,339—10 


Total All Makes 
3,457,864 3,367,636 


For complete standings of ali makes, 
see Page 9, this issue. 


Output Surpasses 
9,000,000 Second 


Time in History 


Cars Reach 4,068,494, | 


Trucks 948,071 in 
U. S., Canada 


By Pete Wembhoff 
Associate Editor, ADN 


DETROIT.—For the sec- 
ond time in history, car and 
truck production in the U. S. 
and Canada hit the 5,000,000 


j}mark during the calendai 
year 1937, official government fig- 

ures revealed this week. The 1937 

total was 5,016,565 units, exceeding 
| 1936 by over 400,000 and missing 
| 1929’s record by slightly over 500,- 
| 000 units. 

| Broken into divisions, the 1937 
|total shows 4,068,494 cars and 

948,071 trucks compared with 4,- 
| 794,898 cars and 826,817 trucks in 
| the record 1929, and 3,797,897 cars 
and 818,377 trucks in 1936. 

U. S. output accounted for 
4,809,565 units—3,915,863 cars and 
| $93,702 trucks, while Canadian as- 
sembly lines turned out 152,631 
cars and 54,369 trucks for a total 
of 207,000 units. A complete an- 
alysis of the 1937 truck production 
and sales will be found on page 

(Continued on Page 6, Col. 5) 


Al C. Faeh Killed 
In Chicago Crash; 
Burial on Monday 


CHICAGO—AlI C. Faeh, 55, 
manager of the Chicago automo- 
bile show, was killed here Friday 
in an automobile accident. With 
him at the time was Ruth Slaw- 
son, his sister-in-law, who also 
was killed. Funeral services for 
Mr. Faeh and Miss Slawson will 
be held here Sunday afternoon, 
with burial in Cleveland Monday. 


Mr. Faeh, who was associated 
with the automotive industry for 
25 years, left the theatrical and 
advertising field to become ad- 
vertising manager for Rausch & 
Lange Electric Carriage, which 
also made the Owen Magnetic. 
After being associated with the 
Cleveland Automobile club, Mr. 
Faeh was assistant general man- 
ager of the National Automobile 





Used Cars Won't Sell?—1n édivoriai 
CALLER at ADN’s office during the past week re- 


A 


lated a tale that is 





only too, too familiar but 


scarcely credible in these days, had we not run into a 


being in the market for a c 
called upon a dealer in his 
that make. 





similar experience of our own. This caller opined that, 


ertain type used car, he had 
community who represented 


The officiating salesman displayed a_ surprising 
apathy and expresssed doubt that he had such a car in 
stock. A search revealed that he did have, but it failed 
to meet with the prospect’s approval. That settled, the 
prospect left the showroom. But so far as that par- 
ticular salesman is concerned, our caller has become 
one of the many forgotten men—he did not ask the 
prospect’s name or address, although the prospect 
happened to hbe-the assistant to the president of a 
| flourishing production company. 

When similar treatment was accorded our caller at a 


| (Continued on Page 4, Col. 1) 


In 


By William Ullman 

Staff Correspondent, ADN 
| WASHINGTON.—While Amer- 
|ican business anxiously awaits 
| the contents of President Roose- 
| velt’s anti-trust message to con- 
gress, expected any moment now, 
capital interest is centered this 
week-end on several recent im- 
portant developments. 
| One was a significant speech by 
Donald Richberg, former head of 
the NRA, urging drastic revision 
of the anti-trust laws to permit 
co-operative business action un- 
der governmental supervision. 

Another was a visit to the 
white house by Senator Joseph C. 
O’Mahoney of Wyoming, co-au- 
thor with Senator William E. 
Borah, of Idaho, of a bill requiring 
federal licensing of all corpora- 


Dies in Crash 


| 


Dealers Assn. and in 1931 joined | 


the Chicago Automobile Trade 
| Assn. as general manager. 

After resigning from the CATA 
in 1932, Mr. Faeh was induced to 
| return in the fall of 1934 as man- 
| ager of the first dealer-sponsored 
| automobile show in~ Chicago in 
| 1935. 


| 
} 
| 
| 


Al C. Faeh 


dustry ‘iia Tlseiiiitian 
Of Roosevelt Stand on Trusts 


tions engaged in interstate com- | 
| 


| merce. 
Still another was 
house announcement that Presi- 
dent Roosevelt will meet next 
Tuesday morning with leaders of 
the United Automobile Workers 
union to discuss economic ques- 
tions regarding the automotive in- 
dustry. 

A fourth development was the 
announcement of Secretary of 
Commerce Daniel Roper that ar- 
rangements had been completed 
to meet with approximately 500 
small business men next Wednes- 
day. 

Richberg declared three specific 
objectives of desirable legislation 
should be: 


1 Clearer definition of monopo- 
listic and unfair practices, 
“both in the interest of enforce- 


(Continued on Page 9, Col. 1) 
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the white} 


Beneficial Effects 
Already Seenwith 
Drive Just Begun 


Ad Copy Stresses Bargains 
Available to Buyers 
At Present Time 


By William C. Callahan 
Managing Editor, ADN 

DETROIT.—Some easing 
in the used car jam is re- 
ported generally since the 
'press of the nation onened 
|its barrage, in co-operation 
with dealers, to stimulate interest 
in used car bargains. 
| The list of newspapers which 
| have voluntarily placed _ their 
| shoulders to the wheel and have 
given freely of their space and 
| promotional departments to cre- 
| ate a live used car market, reads 


|like a Standard Rate and Data 
is 


| directory—scarcely a paper 
| missing from the lineup. 


In the majority of cases, news- 
papers are attacking the problem 
on their own initiative and some 
have been carrying on campaigns 
since late in December. Among 
these is the Columbus (Ohio) Dis- 
patch, which on Dec. 26 broke 
forth with a full page ad cap- 
tioned: “If you bought a straw hat 
in December, it would cost you a 
lot less than it would in June.” 
This was followed with a second 
full page titled: “In the winter the 
farmer’s idle horse eats its head 
off—but when springtime comes 
he is indispensable.” The text of 
the ad points out that winter is 
the time to buy a used car when 
it, too, is eating its head off. 

The Dispatch has continued its 
campaign, using full pages each 
week. The latest ad, which ap- 
peared Jan. 23, reads: “A north- 
end family fooled its neighbor 


(Continued on Page 2, Col. 1) 





N.Y. Show Date Due Tuesday; 
Jan. Favored by 80% in Poll 


DETROIT.—Dates for the New 
York National Automobile show 
will in all likelihood be set this 
week when the show committee of 
the Automobile Manufacturers 
|; Assn. meets here Tuesday and 
Wednesday. 

Meanwhile, balloting in ADN’s 
show date and model announce- 
ment poll goes merrily on with 
votes in favor of January running 
exactly 80 per cent of the total. 

There is a strong feeling, how- 
ever, that the dates set will be 
|in the fall, probably Oct. 29 to 
' Nov. 5. This feeling is based upon 


the belief that spring and summer 
buying will do much to clean up 
the bad used car situation and 
that there will be little or no sell- 
ing pressure in the new car di- 
vision during the interim. 

It is generally recognized that 
the similarity between the 1938 
offerings and those of 1937 was a 
contributing factor in the decline 
in sales in the past fall and as a 
result manufacturers are not keen 
to continue them during the nor- 
mally good selling months next 
fall. At the present time it is 

(Continued on Page 3, Col. 1) 





Benefits Seen 
Although Drive 
Is Just Starting 


(Continued from Page 1) 


when they drove by in a used car 
that looked like new.” The Dis- 
patch reports that there has been 
a definite pick up in used car 
sales and an improvement in its 
used car advertising lineage. 


Several of the New York met- 
ropolitan dailies are sponsoring 
campaigns of their own. Among 
the independents, the 
Tribune and the Times, are most 
active. The Times is publishing 


daily quarter page advertisements | 


Herald- | 
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Newspaper Campaigns Easing Used Car Jam’ 





in which the heads of the various | 


car companies are. given 
opportunity to express. their 
views. This will mean 19 pieces 
of copy in the campaign. 


an | 


In Chicago, each paper is con- | 


ducting its own campaign, using 
advertising copy developed in its 
own promotion department, and 
editorial support pointing to the 
extent of reconditioning dealers 
are putting into their used car 


stock. At Milwaukee, the Milwau- | 


kee Journal has been supporting 
the drive with full page copy of 
an institutional nature. The South 
Bend (Ind.) Tribune is working 
in harmony with the local dealer 
association, which ties in with 
programs on radio stations WSBT 
and WFAM. 

Buffalo Times is sponsoring a 
city-wide program to stage a 
monster bonfire of 500 wornout 
vehicles next month. Dealers have 


accepted quotas as to the number | 
of cars each will contribute. Daily | 
stories in the Times are used to} 


build up interest in the event. 


In Salt Lake City, the Tribune | 
and Telegram also is conducting | 


an institutional campaign, backed 
with full page copy and smaller 
ads, which is reported most suc- 
cessful. The copy is aimed to pre- 


Overseas Demand 


For U. S. Cars Up 
Again During 1937 


WASHINGTON. — Overseas de- 
mand for American automotive 
products, for the fifth successive 


year, has registered steady im-| 


provement, according to Daniel 
C. Roper, secretary of commerce. 


The export valuation for com-| 


modities under this general clas- 
sification during 1937 totaled 
$360,168,886, he said, a gain of 
$109,695,543, or 43.7 per cent as 


compared with the $250,473,343 re-| 


corded for the previous year. 


Shipments of passenger cars 
and trucks advanced from 285,756 
units valued at $157,878,620 in 
1936 to 395,196 units having a valu- 
ation of $234,920,197 for the year 
just ended. Miscellaneous auto- 
motive products increased from 
$92,594,723 to $125,248,689 for the 
same periods, it was stated. 


SHEDDING COAT AND VEST, 
shows how the company’s salesmen will look Feb. 1, when the national | cessful ever held,” he said. 
organization sets out on a campaign to demonstrate Nash’s con-|tendance was 


TYPICAL EXAMPLES of the type of used car advertising being sponsored by various daily newspapers in the current drive. 


js uree avomerive 1eaets ASSRCiaTie® 


poere etna, eene 
rom» 908 


| 
| 
J 


taecte Bond Bceerenns Troan heneriane® 


Left 


to right, ads shown are from Milwaukee Journal, New York Times, Columbus Dispatch, Salt Lake City Tribune-Telegram, and South Bend 


Tribune, 


sent concrete reasons why a used | 
car prospect should buy now. One | 
piece points out that it would cost 
the owner of a used car $119 to 
put his car in shape and that it 
would therefore be to his advan- 
tage to buy a later model used 
car that already had been recon- | 
ditioned. 

Instances cited in this story | 
naturally only scratch the surface 
of this gigantic drive which is be- 
ing carried on nationally. While | 
it is too early to claim that the ef- 
fort has broken the jam, there is 
evidence that it is having a real 





beneficial effect. If it proves suc- 


than it would appear at first 
glance, since it would uphold} 
ADN’s contention some weeks ago | 
that one of the difficulties in the 
used car market is the fact that 
| used car sales depend largely upon 
| the stimulation of local dealer ad- 
vertising while competing with 
| new cars which are backed by the 
best advertising brains in the} 
country. 

Should the present drive prove | 
that concerted used car advertis- 
ing will sell used cars in the| 
winter, it may change past adver- 
tising practice. 


Rates Given Boost 


VANCOUVER, B. C.—On the} 
ground that the average cost of 
claims in British Columbia is higher 
than in any other province, auto- 
mobile insurance companies have in- | 
creased car insurance rates through- 
out the Greater Vancouver and New 
Westminster areas. The boost is at- 
tributed to the number and the 
severity of the losses incurred in 





cessful it will be of greater value | 


Penna. Car Bill 


Case Up Feb. 11 


HARRISBURG, Pa. 
(UTPS).—Hearing into the 
constitutionality of Senate 
Bill 815, which would con- 
trol the prices of used cars, 
is scheduled for Friday, Feb. 
11, in Dauphin county court. 


Attorneys for the motor 
vehicle dealers commission, 
which would regulate prices, 
contend “that the law is 
necessary for safety, be- 
cause it promotes public 
welfare and interest, and 
overcomes destructive, de- 
moralizing and uneconomic 
trade practices. Preliminary 
injunctions have been 
granted to three Philadel- 
phia automobile dealers in 
which they attacked the 
constitutionality of the pro- 
vision setting up a commis- 
sion to establish used car 
prices. 


‘Probe in Geiger 


Case Dropped by 


WASHINGTON.—After hearing 
Robert H. Jackson, head of the 
department of justice anti-trust 


ment uses the threat of criminal 
warrants to accomplish its aim 
in civil decrees, the House judi- 
ciary committee indicated Wed- 
nesday that charges against 





! the province. 


waukee, would be dropped. 


House Committee 


division, admit that the govern-| 


| Judge Ferdinand A. Geiger, Mil- | 


Chicago Peslere Seovin 2 


With Used Car Ad Drive 


By Mel Adams 

Staff Correspondent, ADN 

CHICAGO. While Chicago 

| dealers are watching with interest 

| the unfolding of co-operative used 

lear efforts on the part of fac- 

| tories, and the daily press, they 

|are not sitting idly by to await 
| developments. 

| A striking case 


| Buick Co., headed by Steve J. 
| Barrett. Without advance notice, 

Barrett suddenly launched out 
| single-handed with an 
| newspaper advertising drive, 
| which, despite the season of the 


| produced remarkable results. 


| On Monday, Barrett inaug- 

urated his campaign with 800 
lines of classified advertising, and 
followed through with 175 lines 
| on Tuesday, 420 lines on Thursday 
|} and 225 lines on Friday. 

As for the public’s response, it 
was astounding. The first night at 
Barrett’s establishment resembled 
|a department store bargain sale, 
and there was little let-up the 
following day despite the fact 
that Chicago was visited by a 
blizzard. The momentum, in fact, 





Complaints against Geiger were | 


| brought by the department of | 
| justice after his recent dismissal | 
of a grand jury just before it 
handed down indictments against | 
the major automobile companies 
for anti-trust violations. 


litle Up 25% 
At Louisville Show 


LOUISVILLE, Ky.— Attendance 
the 1938 Louisville automobile 
show in the Jefferson County 





Nash’s Adrector A. R. Boscow, 


Armory surpassed last year’s 
record attendance by an esti- 
mated 25 per cent, J. Rumsey 
Weir, president of the Louisville 
Automotive Trade Assn., sponsors, 
said Saturday night. 

“All in all we consider this 
year’s show one of the most suc- 
“Ate 
larger this year 


ditioned air for winter driving. Yvonne Gillespie lends comely contrast, | and sales were up considerably.” 


PREVIEW OF “BATTER UP,” 


in point this| 


week is that of the Logan Square | 
|}in excess of 50. 


elaborate | 


| all 
| year and general conditions, has} 





4 carried on throughout the week. 


“I don’t know where all the 
buyers came from, but they cer- 
tainly proved that people are in- 
terested in values when properly 
advertised, regardless of so-called 
general conditions,” said Barrett. 


Twenty-eight used cars were 
sold the first two days, added 
Barrett, who estimated that the 
total number for the week will be 


Although appearing in_ the 
classified section, Barrett's adver- 
tising is of the display variety. 

Barrett also co-operated with 
other Buick dealers here in 
another advertisement appearing 
Wednesday and listing the fea- 
tured offerings of each dealer by 
makes and models of cars. Or 
Thursday the West Side Buick 
Co., headed by F. M. Miller, pro- 
moted a one-column ad of its own 

Inspired by the example of 
Barrett and other Buick dealers, 
a prominent Chevrolet dealer fol- 
lowed suit on Thursday. He is 
Ray A. Balcom, general manager 
of Nelson Chevrolet Sales, Inc., 
who launched what he described 
as the company’s semi-annual 
sale of guaranteed used cars. 


new official American League 


motion picture, produced by the Fisher Body division of GM, was 
presented Thursday at the Book-Cadillac in Detroit. Mickey Coch- 
rane, left, examines a print of the film with William S. McLean, 


Fisher Body adrector. 
in the production. 


Cochrane, Detroit Tiger manager, is starred 


; 
f 





January 
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N. Y. Show Date Likely to be Set This Wee 


Date Still Holding| 


80% Favor in ADN Balloting 


(Continued from Page 1) 


agreed that little can be gained 


by pushing new cars in the face} 


of heavy used car stocks, but a 


break in buying during the sum-| 
mer might create a situation in| 


which it would be desirable to 
have 1939 models available early 
in the fall. 


Dealers, however, maintain that | 


the fall announcements are a 
burden, since the stimulation 
new car sales in the fall results in 
increased acceptance of used 
cars in trade and the used car 
n arket during the fall and winter 
i dormant with the result that 


h:vavy stocks are carried through | 


.ntil spring. 


They declare that it is impos-| 


sible to hold down allowances in 
the fall to compensate for the 
cost of carrying uséd cars over 
without discouraging new car 
sales at that time. Further loss 
also is incurred due to age de- 
preciation in used cars in stock. 

Regardless of the eventual out- 
come of the meetings this week, 
the voting in ADN’s poll has 
grown to such proportions that it 
should be given serious consider- 
ation. To date there are a total of 
542 votes tabulated with the pref- 
erence for announcement time 
and shows running 80 per cent for 
January. Following are pertinent 
comments received from voters: 


July 

Bakersfield, Calif., Fred C. 
Schweitzer: “Better selling season 
for used cars.” 


September 

Marathon, Wis., Highway Serv- 
ice Garage: “July and August are 
dull months, buying starts again 
in September.” 


October 

Fremont, Neb., Grant Chevrolet 
Co.: “Is a great stimulant to win- 
ter business. Spreads work sea- 
son. Dealer’s fault if he gets 
hooked with used cars as some 
claim.” 


Newark, O., E. A. Bryan Motor 
Co.: “Tends to level off opera- 
tions since new models give some 
buyers a reason for buying during 
early winter.” 


Little Chute, Wis., Zentzins Auto 
Sales: “Better business for the 
winter months.” 


Gilroy, Calif., Byers Bros.: “On 
account crops and money coming 
in at this time.” 


November 
Philadelphia, Pa., Shore Bros.: 
“It is a waste of time and money 
to hold a show four to six weeks 
after the dealers are sampled 
with cars.” 
Lamesa, Calif., Rooklidge, L. D.: | 
“Makes a better clean-up and bet- | 
ter 12 months.” 
Glendora, Calif., L. C. Wood: | 
“Stimulate winter buying.” 
Huntington Park, Calif., Lloyd 


in | 





L. King: “More employment to | 
people during winter months.” 

El Centro, Calif., H. Mitchell, | 
Chevrolets: “Annual clean-up pe- 
riod logically in November and | 
early December.” 

Healdsburg, Calif., Standard | 
Machine Works: “Stimulates sales 


3 





at a time when sales are slow.” | | 


Barberton, O., E. E. Conrad 
Motor Co., Pontiac: “In reply to 
your card entitled “Show Ballot” 
I am very glad for your interest | 
as to when 
announced. As one of your first | 
subscribers to your paper I have 
always appreciated your strides | 
for bettering automobile retailing 
and dealer conditions. Our 15 
years of experience gives us the 
opinion that the best time to in- | 
troduce new models would be | 
from Nov. 15-25. This would be | 
right after fall elections. The | 
national show should be _ held 
from Nov. 25 to Dec. 10. This fall 
introduction and showing would 
enable us to make a good fall 
clean-up of old model cars that 
could be sold to good advantage 
during the months of September 
and October. 


“It is my belief that our used 
car condition grew exceptionally 
bad in the fall of 1937 due to the 
factories overloading dealers with 
1937 models and within a very 
short period bringing out an un- 
changed so-called 1938 model car 
in vast quantities, which were 
perhaps forced on dealers at that 
time; because they saw our so- 
called recession approaching 
within a few weeks. This gave us 
no time to clean up our used cars 
and get our house in order for 
1938. A 10 months production of 
new cars with a uniform 60-day 
intervening period between fac- 
tory shut-down and new model 
announcement would be a great 
boon to the automobile dealers of 
this country. 

“I trust this information will 
help you in your fight for better- 
ing conditions for automobile re- 
tailers.” 





December 


Long Beach, Calif., Glen E. 
Thomas: “Fresh new cars when 
the market is fresh.” 


Long Beach, Calif., Geo. J. 
Waldvogel: “Ample clean-up time, 
new cars for delivery on Dec. 1 
before snow and on hand for 
Christmas trade.” 


Long Beach, Calif.. Young & 
Gresham, Inc.: “The last two 
years we have had clean-up pe- 
riods for the last four months of 
the old year. This is too long and 
costs too much.” 

Ashland, Wis., Willoughby Mo- 
tor Sales: “Compromise with 
dealer and labor. Jan. 1 better for 
dealer.” 


How They’re Voting 


NEW CAR 
INTRODUCTION 
Pet. 
Total 
August otf 4 


No. 
Voting 


September 6 
19 


32 


February 


March 


NATIONAL 
SHOW DATE 


Pct. 
Total 


No. 
Voting 
September .. 

October .. 
November 
December .. 
January 
February 


March 


new cars should be | & 


PROUD OF ITS PROWESS AS VICTOR in the Gilmore-Yosemite Sweepstakes for the third con- 
secutive year, Pacific coast Graham dealers begin exploitation of the Supercharger’s records. After 
averaging nearly 56 ton-miles per gallon in the run, the “champ” lines up with its trophies, and, left 
to right, its driver, Clay Moore; F. R. Valpey, Graham’s general sales manager, and Ralph Hamlin, 


Los Angeles distributor for Graham. Moore is general manager for Hamlin. 


The larger trophy is 


for Graham’s 1938 victory, while the slimmer shaft is the 1987 award. 


Chevrolet Track Completes 
Ottawa-to-Mexico Jaunt 





January 

Convoy, O., Floyd D. Herl: 
“Clean-up used cars and late 
current model in fall and early 
winter.” 

Madison, Wis., Gillespie-Blumer 
Motors, Inc.: “To hold down deal- 
ers used car stocks over winter 
months. Stimulate early buying.” 

Marshall, Wis., Deppe Tube & 
Auto Co.: “The past year has in- 
dicated that this would be better.” 

Beaver Dam, Wis., C. A. Rob- 
bins: “Just prior to selling sea- 
son.” 

Beaver Dam, Wis., Fehrer Bros. 
Garage: “You have buyers then 
and not in the fall of the year. 
Autumn is the tapering off period 
and the clean-up time.” 

Madison, Wis., Smart Motor 
Co.: “Used car trade-in can’t be 
sold until spring.” 

Fredericksburg, O., H. C. Janns: 
“Better marketing of the used 
car.” 

Baraboo, Wis., Lloyd Tarnatzer: 
“More advantageous to buy used 
cars and sell them at this time of 
the year.” 

Amityville, N. Y., Geo. E. Mole: 
“Used cars traded in month of| 
December cannot be sold until | 
March or April. The losses are | 
too great because of the large | 
depreciation.” 

Canton, N. C., Russell Motor | 
Co., Inc.: “Will give dealers clean- | 
up in fall—push service through | 
December — giving more selling | 
months each year—less loss on |} 
used cars in winter months.” 

Huntington, N. Y., L. W. Har- 
tough: “Too many used cars to} 
carry over winter, when new cars 
are introduced early.” 

Richmond, Va., Universal Mo- 
tor Co., Inc.: “We are opposed to} 
fall introduction as it breaks the| 
selling season and you are liqui- 
dating old models at the time 
when sales are good.” 

Chattanooga, Tenn., 
Motor Co.: “It would 
carrying large stocks of both new | 
and used cars through the winter 
months.” 

Jamestown, N. Y., Ralph W.| 
Austin, Ine. (Dodge-Plymouth): | 
“At a meeting of the Jamestown | 
Automobile Dealers Assn. the} 
unanimous consensus of opinion 





Citizens | 


of the dealers present was in favor | 


of January new car announce- 
ments and January shows. Deal- 
ers handling the following makes 
of cars were present: Dodge, 
De Soto, Packard, Hudson, Olds- 
mobile, Chrysler, Studebaker and 
Ford.”—The Jamestown Auto- 
mobile Dealers Assn., Ralph W. 
Austin, president. 





MEXICO CITY.— Harry Hartz 
halted his Chevrolet test truck 
here Wednesday after completing 
a run from Detroit, by way of Ot- 
tawa, Canada. 

During the final day of the run, 
the truck was driven 61 miles in 
low and second gear over steep 
Mexican roads, 

Designed to test Chevrolet 
trucks’ economy and durability, 
the run started in Detroit Jan. 
10, coincident with the opening 
of Chevrolet’s national truck 
week. Hartz drove the truck to 
Ottawa for the formal start of 
the run Jan, 14. He was accom- 
panied on the trip by Stanley 
Reed, American Automobile Assn. 
observer. The AAA will release re- 
sults of the run soon. 

Every conceivable type of 
winter driving was encountered 


lon the trip. Below-zero weather 
|was the unit’s fare across the 


northern border. For more than 


Warner Resigns 


BUFFALO.—B. H. Warner, who 
for the past 10 years was vice- 
president in charge of manufactur- 
ing of the Pierce-Arrow Motor Car 
Co. and prior to that with the 
Studebaker Corp., has resigned his 
connection with Pierce-Arrow. War- 
ner, one of the young “old timers” 
in the automotive industry, has 
made no announcement of new con- 
nections. 








relieve | ¥% 


LAUNCHING A NEW TRUCK RUN. 


50 miles the truck had unbroken 
snow along roads icy and snow- 
packed. Through the midwest, on 
the push toward Mexico, snow 
and rain were a driving menace. 

The truck itself is a standard 
job, selected from assembly lines 
by AAA officials. 

From Mexico City, Hartz will 
pilot the unit to San Antonio, 
where he will begin an intensive 
coverage of the United States. 


Upturn in Sales 
Of New, Used Cars 
‘Shown by Buick 


FLINT.—A substantial increase 


in used car sales volume, to- 
gether with a 17 per cent gain in 
new car deliveries, was reported 
by members of the nationwide 
Buick dealer organization during 
the second 10 days of January, it 
is announced by W. F. Hufstader, | 
general sales manager. 

Used car stocks declined during 
the period, Hufstader said, when 
sales volume rose to 8,249 cars 
against 6,053 in the preceding 10 
days, a gain of 36.3 per cent. At 
the same time, domestic deliveries 
of new cars totaled 3,033, com- 
pared with 2,587 in the first 
January period. 


A, OLeT TRY 


Harry Hartz, noted race 


driver, left Ottawa, Ont., Jan. 14, in a 1%%-ton Chevrolet truck, on a 
131-inch wheelbase, carrying a payload of 4,000 pounds of steel, for an 
extended test run. First leg of the journey took the truck to 
Mexico City, after which it will double back into the United States 
for an extended tour. Left to right: Stanley Reed, AAA observer on 
the run; A. R. Cosgrove, assistant manager of the truck department; 
Hartz, and W. E. Fish, manager of the truck department. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination NEWS which is timely, 
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Used Cars Won’t Sell 


(Continued from Page 1) 

second dealership, his interest became aroused and he 
deliberately set out to out-gallop Dr. Gallup. The result 
of seven calls revealed that two salesmen bothered to take 
his name and address. Four presented their own cards 
with the request that the prospect be sure to look them up 
before buying. The seventh salesman called upon him 
both at his office and at his home, and as a consequence 
was offered a job on the prospect’s own sales staff. 


It seems difficult to believe that in these days when 
used car stocks are high and sales low, salesmen do not 
make it one of their first jobs to find out the name and 
address of each prospect who walks into the salesroom 
or used car lot. Had it not been for an experience of our 
own, we would not believe it. In this case we offered the 
name of a prospect to a local salesman with the explana- 
tion that the prospect had a car to turn in. 


The salesman’s answer was: “Tell him to bring his car 
around and we'll look at it.” He did not want the pros- 
pect’s name or address, whereas actually in this case a 
five-cent telephone call direct from the salesman might 
a invited the prospect in and made the salesman a 
sale. 

Men who operate on this basis certainly cannot term 
themselves salesmen. They are a liability to themselves 
and their bosses and an annoyance to potential customers. 
Even assuming that the present depression has reached 
depths that would make a pedestrian out of the Bibical 
Baalam, there still remains a large group of people who 
are able and willing to buy. Many of these, perhaps, do 
not realize that they can buy a car now. Only good sales- 
manship will convince them that they can and that buy- 
ing now would be to their advantage. 

Scientific selling is splendid, but even the most scientific 
salesman will admit that he must first find a subject for 
his science. Most dealers will agree that too many of 
their salesmen have developed scientific loafing to a de- 
gree that will deceive even an expert—in most cases they 
are deceiving only themselves. We agree with those who 
now declare that “Used cars WON’T sell,” but reserve the 
right to add to this slogan, “You’ve got to sell ’em.” 


Al Faeh 


FEW of us have the fortune to create during our lives a 

monument that will stand as a living remembrance to 
us down through posterity—this good fortune is reserved 
for such foresighted pioneers as Al Faeh, father of the 
present day Chicago automobile show, who was killed in 
an automobile crash Friday morning. 

Each time in the future that the curtain bell marks the 
lifting of the veil on another performance at the Chicago 
exhibit, the shimmering cars, beautifully gowned women, 
the towering backdrops will stand as a monument to his 
inspiration and craftsmanship. For the shows that AI 
presented were clean, wholesome, spectacular and master- 
pieces of color harmony. 
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By GEORGE M. SLOCUM 


WHAT’S A good friend winter- 
INA ing in sunny Califor- 
NAME? nia took me to task in 
a telegram, no _ less, 
for what he was pleased to label 
my “New Deal baloney” in a “re- 
cent” column. I have carefully 
reread the last two to find where 
I have “erred” in these parlous 
times—perhaps by “New Deal- 
ism” he may refer to my incor- 
rigible optimism. A leopard can 
hardly be expected to change his 
spots, even in a tight place. 


* * * 


NOW, IF I HAVE been guilty 
of not believing what I read in 
the papers, whether it be from 
well-paid business columnists or 
political calamitists who seek to 
have me believe that we are in 
for another real depression, then 
I stand convicted. “If that be 
treason, make the most of it!” 

When I know, as he does, that 
savings banks are jammed with 
people’s — small frys’ — money 
when I know that there is no 
credit inflation in either big or 


little business, when I know that | 


there is a great unfilled market 
for necessities and luxuries which 
most of our 120,000,000 need and 
want, I do not believe that this 
present “recession” is “the goods” 
—in fact, I think it is pure 
“hooey,” a “phoney,” and if it 
proves I am wrong—well, like the 
gent who missed the flying trap- 
eze, I’ll go down smiling! 
* * + 


THE GREAT TROUBLE right 
now, as I see it, is that most of 
us are trying to pin labels on our 
friends who disagree with us. We 
call optimists “New Dealers” and 
conservatives “Die Hards,” when 
we all know that the very es- 
sence of a true democracy such 
as I know America will always 
be, is based on the free expres- 
sion of every man on either side 
of any question. 


When that privilege is denied 
or even thwarted there will be 
|}no more America and I have my 
little island all picked out, where 
I can go and be as optimistic 
about next year’s banana crop as 
I choose. 

a * oe 

I SAW ED WYNNE in “Hur- 
ray for What!” a week or so ago. 
I hope my friend can see it; he 
makes such a hilarious but con- 
vincing argument against getting 
excited over international squab- 
bles that one has only to trans- 
pose the characters to bring the 
moral right back home. Too bad 
Will Rogers is not here to break 
the tension with a wisecrack that 
would make both sides smile at 
their own stubbornness! W. J. 
Cameron came near to it in an 
address the other night when he 
called the present situation “a 
typical January thaw!” Being a 
country boy, I knew exactly what 
he was talking about. 

” s + 


MAYBE I’M NOT informed, 
but some way I’ve got the idea 
that being a bull on America was 
sticking right in the center of the 
road, going neither right nor left, 
by believing everything is all 
wrong. There’s only one thing 
wrong and that is that too many 
of the folks who should be buying 
new and used automobiles, by 
believing either one side or the 
other, have stopped buying! — 
G.M:S. 











Business, Like Worms, Has to Be Scratched For 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this 


Anonymous contributions will not be accept 


will be observed upon request. 


Abreast 


I also want to compliment you 
on keeping the Automotive Daily 
News abreast with the times, the 
latest improvement being the 
Used Car average prices.—R. L. 
Gingrich, Gingrich Chevrolet, Leb- 
anon, Pa. 


Used Cars 


We were much impressed with 
the editorial, “Used Car Recon- 
ditioning,” which appeared in 
your January 15th issue. We 
would like to either use reprints 
of this editorial or quote it ver- 
batim if you will give us the 
permission. 

If you do allow us to use this 
editorial, we naturally would give 
your publication full credit for the 
origin. 

Will you please advise us on 
this question at your earliest con- 
venience ?—George W. Stout, Ad- 
vertising Manager The Perfect 
Circle Co. 


Correction 


In the January 15 issue of Auto- 
motive Daily News we were 
pleased to note that on page two 
there appeared a _ photograph 
showing several members of SAE 
inspecting one of our. diesel 
engines which was on display in 
the Hercules booth at the Book- 
Cadillac Hotel. We were, how- 
ever, very surprised when we read 
the caption that you had in- 
dicated that the Hercules diesel 
engine was displayed by the Gen- 
eral Motors Corp. 


This most certainly is not the 
case and the display of four Her- 
cules diesel engines at the En- 
gineering Exhibit 


Hercules Motors Corp. of Can- 
ton, O. 

We believe it would be well for 
you to publish a correction of this 
in an early issue of Automotive 
Daily News in order to correct 
any erroneous impression which 
your readers may have gained by 
the misstatement which was 
made. We would appreciate hear- 
ing from you~ regarding this 


in the Book-| 
Cadillac Hotel was made by the| 


for voicing their opinions or ideas. 


but confidence 


matter.—F. H. Geisler, Sales De- 
partment Hercules Motors Corp., 
Canton, O. 


Suggestion 

The following suggestion may 
have been advanced before; how- 
ever, I shall submit it to you. 


Why not induce automobile 
manufacturers to improve cars 
continuously throughout the year, 
and wherever possible make 
mechanical improvements inter- 
changeable with the parts of the 
older car. Many people are dis- 
appointed with present manufac- 
turing methods. 

For instance, a certain car, to 
cite one example of many, has a 
new and improved clutch which 
is not adaptable to the 1937 
series. Fundamentally, the car is 
identical with its predecessor. 


The idea has been advanced no 
doubt to manufacturers to bring 
out entirely new models every 
two years instead of every 12 
months. Their answer to this is, 
no doubt, that improvement is so 
rapid that biennial models would 
not fill the bill. 


Their scheme is plain to be 
seen. Improvements, which could 
just as well have been incorpo- 
rated in the 1938 cars, will be held 
over for the 1939 models, and nat- 
urally 90 per cent or more of 
these mechanical innovations will 
not be adaptable to the 1938 
series. Those car owners who do 
not care to change and cannot be 
induced to change the entirely 
new model, will have to be con- 
tent with less efficient mechanical 
devices such as clutch, transmis- 
sion, steering, etc., to name a few. 


If such devices and improve- 
ments were interchangeable (and 
they could be), many owners 
would have the more up-to-date 
and efficient items installed in 
their cars.—W. B. Willson, Sierra 
Madre, Calif. 


ADN’s weekly estimates of car and 
truck production, appearing in the 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 
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poe the third consecutive year, a stock 
Graham Supercharger has won America’s 
blue-ribbon economy sweepstakes, the Gil- 
more-Yosemite Economy Run. Again Graham 
has beaten all comers. Again Graham is the 
only car that can rightfully be called Official 
U.S. spanning CRaeene- Others may “‘claim”’ 
economy... but Graham proves it! A new 


Wh 
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AGAIN! 


Graham Supercharger Beats All 
Comers For Third Consecutive Time! 


Wins A.A.A. Sanctioned Gilmore -Yosemite 
Economy Run to Retain Official U.S. Economy 
Championship for Third Year! 


Stock Graham Covers Gruelling 314 Mile Course 
to Win Sweepstakes with New Official Record 
of 55.92 Ton-miles per Gallon... 25.77 Actual 
Miles ... Beats Own 1937 Mark .. . Triumphs 
over Field of 25 Other Entries as Well as Win- 


Sweepstakes record—55.92 ton-miles on a gal- 
lon! 25.77 actual miles on a gallon of gasoline! 

Get with a car that’s going places! 1938 is a 
Graham year! First, Graham led the industry 
inSTYLING... by introducing the only really 
new car of the year. Now... . Graham leads the 
me aad A in ECONOMY. You’ve got plenty to 
sell .. . when you’re selling Graham. 


ning Own Class! 


Good territories are still open. Don’t delay. 
Investigate the profit possibilities on Graham 
in your territory now. Send this telegram, 
COLLECT, to F. R. VALPEY, Vice Pres. and 
Gen. Sales Manager, Graham- Paige Motors 
Corp., Detroit. “I’M INTERESTED. SEND 
FRANCHISE FACTS.” Sign your name, 
your address. Do it today! 
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Rebate Plan Suggested as a Used Car Solution 


10% Added to List Price 
Would Amortize Junkers 


Special to Automotive Daily News 

OKLAHOMA CITY. A ten 
per cent increase in the list price 
of new cars, to be paid back to 
dealers at the end of the year 
for decrepit used cars, is sug- 
gested here by A. E. Kull, sales 
manager, Reinauer Bros. Motor 
Co. (Packard), as a means of 
solving at least part of the used 
car problem. 

“Here is how the plan would 
work,” Kull explains. “A $500 car 
under present arrangements, 
would take a $550 list, and then 
the manufacturer would say to 
the dealers: ‘Boys, here is a real 
New Deal, for not only have we 
the finest car ever presented to 
the public at $550, but we have a 
rebating scheme that will knock 
’em in the creek. For each new 
car you sell at retail during the 
next twelve months, where a used 
car is taken in trade, we will buy 
from you for cash, a used car of 








Bantam Output Jump 
Set for February 1 


BUTLER, Pa.—A one-third in- 
crease in production has been or- 
dered by R. S. Evans, president of 
the American Bantam Car Co., 
manufacturers of small delivery 
cars, effective Feb. 1. 

The company announced it has 
in excess of 2,500 orders for quick 
delivery and sold 300 cars last 
month, mostly for export trade. 


{| your own selection; 


so long as it| 
came into your possession in the 
regular course of business, and| 
we will pay you $50 for each such 
car. But that is only apart of the 
story; we agree to remove this 
menace from the public highways | 
by knocking it in the head and 
dumping it into the junk pile, | 
thus forever taking it out of! 
circulation.’ 

“If you wish, you may argue 
that dealers would continue over- 
bidding on used cars, thus giving 
their profits to the buyer, but if| 
they cannot collect until the end| 
of the year, they are not so apt| 
to give it all away. But let us 
admit for the sake of argument 
that they continue giving it all 
back to the buyer, even then the} 
plan will work wonders, for if| 
that were done the manufacturer | 
would still receive exactly the same | 
amount for his product, the buyer | 
would pay the same, but there 
would be this important differ-| 
ence: the prehistoric chariots| 
now cluttering up our highways| 
and retarding traffic would be in| 
the junk yard instead of a used | 
car yard where each such junker | 
costs somebody a dollar a day.” 

“That curtailment of produc- 
tion is an absurd panacea for 
any one of the many things that 
ails the use car business, is now 
quite clear to all, but the fact still | 
remains that a cure when it does 
come, must come from the manu- 
| facturers, ” Kull declared. 





| 


1 ATAM Sets Date 


MEMBERS OF DEALER COMMITTEES of Chevrolet met in 
Detroit this week to discuss used and new car marketing problems 
and make recommendations to central office executives. Top, left 


| to right, P. J. Frischman, Northern Chevrolet, Inc., Corona, N. Y., a 


member of the National Dealer Planning Committee, and T. O. 


| McLaughlin, director of the Chevrolet school of merchandising and 
| management. 


Second from top, left to right, Hugh Roberts, Roberts 


| | Chevrolet Co., St. Louis, member of the National Dealer Used Car 


UNIFORMLY 
DEPENDABLE 


The years of research and experi- 
ence by the originators of the Sylphon 
Bellows—the pioneers and leaders in 
its application to temperature con- 
trol—are reflected in the high stand- 
ards of quality and dependability of 
Sylphon Automotive Thermostats. 
That is why they are preferred by 
leading automobile manufacturers, 
constantly striving for further im- 
provement in motor efficiency and 


fuel economy. 
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Committee, and G. E. Holm, manager Chevrolet’s retail selling depart- 
ment. Third from top, I. B. Kline, Kline Chevrolet Sales Corp., Norfolk, 


| Va., also a member of the used car committee, with E. P. Feely, 


manager Chevrolet analyzation department. Bottom, left to right, 


| two members of the planning committee, E. V. Yingling, Yingling 


Chevrolet Co., Wichita, Kan., and W. H. Gourley, Capitol Chevrolet 
Co., Nashville, Tenn. 





The revolutionary way to 1,000% or more profit. 
For merchandising minded dealers only. 


Sell a deoxidizing job with every new car. 


“De-Ox”” 


The transparent porcelain-like finish protection which seals the pores and insu- 
lates the surface against the disintegrating action of light and oxygen. ‘‘De-Ox’’ 
resists temperatures to 275 degrees: it is sunproof and spotproof. Deoxidizing 
auto finish with ‘‘De-Ox’’ is the modern way to increased profits. Cars 
deoxidized with ‘‘De-Ox’’ never look old. 

*‘De-Ox’”’ is not sold thru salesmen, jobbers, or distributors; it is sold direct 
only, in plain tin, to reputable car dealers. Pints, $1.50 net: gallons, $10.00 
net, C.W.O. postpaid. Cost of deoxidizing the finish of average car, $1.00 for 
labor and material. Time required—about one hour. 

Resolve now to add to your profits with ‘‘De-Ox,’’ the only product of its 
kind in the world. 


DE-OX PRODUCTS CO. Hartford, Conn. 


997 tie. Teak 
| Production Hits 
5.016.565 Units 


(Continued from Page 1) 


one of ADN’s Truck, Bus 
Trailer Trade section herewith. 

The year’s grand total includes 
326,234 units turned out in the U. 
|S. during December, 1937, which 
| contrasts with 360,055 in Novem- 
| ber, 1937, and 498,710 units in De- 
| cember, 1936. Canadian December 
| output was 20,652, against 16,574 
'in November and 20,248 in De- 
| cember, 1936. 

December’s U. S. total included 
| 244,385 cars and 81,849 trucks, 
|} compared with 295,328 and 64,727 
| in November, 1937, and 425,365 and 
60,063 in December, 1936. Cana- 
| dian factory sales in December 
| aggregated 14,384 cars and 6,268 
trucks. 

A further breakdown reveals 
the 1937 production divided as fol- 
|lows: domestic market, 3,643,380 
| of the car total, while foreign mar- 
| kets accounted for 272,483. Do- 
| mestic truck output totaled 690,- 
264 units; foreign, 203,438. 


& 





| 
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For Winter Meet 


CHICAGO.—March 3 and 4 
| were set this week as the dates 
}and the Palmer House as the 
place for the midwinter meeting 
of the Automotive Trade Assn. 
Managers. 

It is expected that those in at- 
tendance will submit two sched- 
jules of show dates for their 
| respective cities, depending upon 
the time set by the Automobile 
| Manufacturers Assn. for the next 
national show in New York. 

Under the heading of “Agenda” 
at the forthcoming meeting will 
| probably come such much-dis- 
cussed matters as factory-dealer 
relations, installment financing 
|}and used car merchandising. 





| 


| 


| C.J. Alexander, ADN’s Wall Street 
| correspondent, weekly presents an 
|accurate analysis of the Street’s 
| automotive perspective. 


Gn 160A 


NEW BRITISH 
ENGINE ... 


HAS NUMEROUS ALLOY PARTS 








Reports from the London Truck 
Show describe a notable oil en- 
gine—the Perkins ‘“Panther’— 
recently developed for truck and 
bus service. Striking feature is a 
reduction in specific weight with- 
out flywheel to less than 7 lb. per 
b.h.p. at a commercial rating of 
85 hp. The injection system 
is rather novel, featuring two 
sprays—one directed into the 
ante-chamber, the other into the 
open cylinder. Paralleling the 
practice in the United. States, 
high-grade Nickel alloy steels 
and Nickel cast irons are used for 
the principal working elements of 
the Panther engine. The cylin- 
der block is of chrome-nickel 
iron; the crankshaft is of nickel- 

chromium-mo- 

lybdenum steel. 


THE 
INTERNATIONAL 


NICKEL COMPANY 
INC. New York. N.Y. 
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EVANAIR-CONDITIONED 


USED 


CARS 


ATTRACT GOOD PROSPECTS 
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ELLING EVANAIR-CONDITIONED used cars gives 
any dealer the newest thing in motordom to talk 
about. The magic words “CONDITIONED AIR” in used 
ear advertising or on banners in your store or used car 
lot will bring phone calls and prospects by the score. 
Don’t let your competitor be the first to take advantage 
of this opportunity to make winter months good months 
for selling used cars and making money. 


“The hottest idea in years for moving used cars”—that’s 
the opinion of car dealers, 
north, south, east and west, 
who are now featuring CON- 
DITIONED AIR in their 
cars and moving them! 

You, too, can turn losses 
into profits by equipping 
your used ears—and new 


What The EVANAIR-CONDITIONER Does 
Fresh outside air enters the EVANAIR-CONDITIONER through 


attractive hood louvers. The air is then forced into a sealed duct and 
passes through a filter direct to the heating unit, and the heated 
fresh air is regulated to the desired temperature and uniformly 
distributed in the car interior. 100 to 150 cubic feet of air is intro- 
duced every minute, reducing humidity and minimizing fogging. 
The pressure built up inside protects health by preventing drafts and 
eliminates infiltration of fumes, carbon monoxide and odors. Insum- 


mer the heat is shut off by a dash control and the EVANAIR brings 





models also—with EVANAIR-CONDITIONERS. 
The EVANAIR-CONDITIONER heats fresh, filtered out- 


side air in winter and provides cool, fresh, filtered air 
in summer. It sells itself—and the car it is on—in one 
demonstration. And remember, EVANAIR is the ONLY 
unit of its kind on the market today, which permits 
installation on used cars as well as new. The installa- 
tion is on the engine side of the dash, under the hood 
and out of the way, which permits unobstructed leg 
room for passengers in the 
front compartment. 


Take advantage now of your 
opportunity to start the 
used cars rolling off your 
lot. Ask your jobber or 
wire Evans Products Com- 
pany for full information. 


in unheated fresh air, filtered free of dirt, dust, insects and fumes. 


EVANS PRODUCTS COMPANY « Ventilating-Heating Division 


Fullerton at Greenfield 


* Detroit, Michigan 





Noticeable Upswing in Used Car Sales Reported 
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Press-Dealer Drives Seen | 


As Big Factor in U peurve| 


DETROIT. Although still | 


contend this week, are decidedly 


spotty in most localities, the used | under the volume of this time | 


car trend in major markets en- 
joyed a slight upturn during the 
past week, according to surveys 
made by ADWN staff correspon- 
dents. 

Sales of new cars remain slow, 
but this condition apparently is 
aiding the used car market as 
dealers and newspapers co-operate 
in a concerted drive on heavy 
stocks. That this concerted cam- 
paign is already bringing results 
is shown in several of the key 
cities covered by ADN’s weekly 
survey. 

Employment in several localities 
is again on the upcurve, and this 
is having a strengthening effect 
on the outlook. 

Following is a cross-section sur- 
vey of the nation made by ADN 
staff correspondents: 


New York 


By Gene McCoy 
Staff Correspondent, ADN 

NEW YORK.—Many New York 
automobile dealers report that 
used car sales, during the past 
week, have shown a decided up- 
turn. In fact, one of the leading 
dealers along Broadway’s automo- 
bile row declares that last Satur- 
day was one of the biggest days 
he had experienced in over a year. 
Business, however, is still some- 
what spotty and, as might be ex- 
pected, those dealers who are ag- 
gressively advertising and mer- 
chandising their used cars are 
getting the biggest sales volume. 

Against these favorable factors 
is the credit situation. A great 
many possible sales have not been 
consummated because of the fi- 
nance companies’ refusal to pass 
credit. Credit requirements still 
seem to be somewhat stringent. 


Seattle 


By D. M. Trepp 
Staff Correspondent, ADN 

SEATTLE.—Liquidation of used 
car stocks seems the order of the 
day and many dealers are using 
strong language in the want ads 
and window signs to impress the 
prospect that used cars must be 
sold, and can be had at bargain 
prices. 

Used car stocks are not piling 
up, mainly because new car sales 
are slow. Prices have dropped 
around 20 per cent on used cars. 
Fly in ointment on new car sales 
is the new 1937 cars in stock, of 
which there are close to 200 still 
in town. 


New Orleans 
By Gordon Hebert 
Staff Correspondent, ADN 
NEW ORLEANS, La. New 
and used car sales here are 
slightly smaller in the past fort- 
night although dealers are gen- 
erally optimistic over the near 
future. Stocks of used cars are 
generally rather heavy and there 
is keener price competition in the 
“lot neighborhoods.” A fair 
amount of repossessions is re- 
ported from interior dealers as 
the sugar season ends abruptly 
and rice planters have joined a 
statewide holding movement 
which hurts general credit. 
Sales of new cars, most dealers 


Coming Events 


MARCH 
10-11—Washington. SAE National Aeronautic 
Meeting. 
15-18—Pittsburgh. Tri-State Automotive 
dustries Show. 
28-30—Detroit. SAE 
Meeting. 


In- 
National Passenger Car 


APBIL 


13-15—Cleveland. National Petroleum Assn. 
Meeting. 


20-22—Dalias. American Chemical Society. 


JUNE 


12-17—White Sulphur Springs, 
Summer Meeting. 


W. Va. SAE 


last year but stocks are hardly 
any larger. 


Atlanta 


By J. H. Reed 
Staff Correspondent, ADN 

ATLANTA. — Little change in 
the automobile situation here can 
be noted since the first of the 
year. Sales of both new and used 
cars are still about 50 per cent of 
normal. Used car stocks are still 
high and serving as a check on 
the moving of new cars. 

Dealers are marking time in 
the belief that there will be an 
increased demand for new and) 
used cars a little later. 


Philadelphia 


By Gladys Sanville 
Staff Correspondent, ADN 
PHILADELPHIA. Condi- 
tions remain virtually unchanged 
in new and used car sales in 
Philadelphia as January draws to! 
a close, but milder weather has 
brought out a little more inquiry 
and, with more favorable general 
conditions during February, car 
dealers look for considerably 
quickened activity. 
With employment again on the | 
upcurve, dealers look for better} 
business ahead. 





Milwaukee 
Special to Automotive Daily News 

MILWAUKEE. — Business con- | 
tinues spotty here with some| 
dealers reporting somewhat im-| 
proved used car sales as a result | 
of concentrated selling efforts. | 
Stocks of used and new cars re-| 
main high, however. 

Wisconsin industrial commis- 
sion figures issued Jan. 21 showed 
a decline in factory employment 
between Nov. 15 and Dec. 15 of 
4.3 per cent and a decline of 7.2 
per cent in payrolls, based on re- 
ports from 1,460¢ manufacturing 
establishments. Milwaukee  fac- 
tory employment for the same| 
period slumped 7.2 per cent and 
payrolls 12 per cent. 

However, the number of em-| 
ployes in factories was 5.3 per| 
cent greater in December, 1937, 
than in the same month of 1929) 
and pay rolls were 7.9 per cent 
larger. 


ADN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of| 
events throughout motordom. 





Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 
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Total, 36 States 
for December 


Alabama 
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K. M. SCHAEFER, GENERAL sales manager of Federal Motor Truck Co., Detroit, starts Regional 
Manager H. L. McNulty from the plant in the first of a fleet of demonstrators in which Federal’s field 


force will travel their territories. These demonstrators are the new 


%4 to 1% ton Federal models. In 


order to show prospects and dealers what the well-dressed 1938 truck will wear, these demonstrators have 
full deluxe equipment, including the new factory approved Philco radio, fog lights and heater. 


Correction 


An article on Chevrolet’s 
open parts display, which 
appeared in ADN of Jan. 
15, should have carried a 
Detroit date line instead of 
a Flint date line, inasmuch 
as Detroit, and not Flint, is 
the administrative head- 
quarters of the Chevrolet 
division. 


Bishop Is Named 
By Md. Assn. for 
Eighteenth Time 


BALTIMORE. — For the eight- 
eenth consecutive time automo- 
bile dealers of Maryland have 
elected A. H. Bishop, vice-presi- 


| dent of the Autocar Co. and man- 


ager of the Autocar Sales and, 


| Service at Baltimore, president of | 


the Automobile Trade Assn. 
Maryland. 

Other officers elected at the} 
annual meeting of the Assn. held 
Jan. 19, were Max von Schlegell, | 
vice-president; C. H. Reeves,| 
secretary - treasurer, - en 
elected were, besides the officers, 
Robert B. Fleigh, L. M. Funk, C. 
Markland Kelly, H. D. Shipley, 
Roland B. Haynie and John J.| 
Kernan. } 


of | 


the 


th Dimension 


The News of Automotive Advertising 


By Pete Wembhofi 


Switches 

Electric Auto-Lite Co. ap- 
points Ruthrauff & Ryan, Inc., 
to handle advertising for Auto- 
Lite spark plugs. Also the 
service and institutional blurbs 
of company. 

Timken-Detroit Axle Co. 
names Brooke, Smith & French, 
Inc., to handle ads of the axle 
division. Thus placing with 
agency the accounts of both 
axle and oil burner divisions of 
company. 


Joins 

W. C. Roux, formerly in charge 
of NBC’s publication department 
and previously local sales man- 
ager for NBC-operated stations, 
joins International Radio Sales, 
Hearst Radio division, as promo- 
tion and publicity director. 

Before joining NBC in 1932, 
Roux had own ad agency in New- 
ark and at one time was assistant 
admanager of L. Bamberger & Co. 


Named 
Charles R. Moffatt is appointed 
adrector of United States Steel 
Corp., working under C. V. Mc- 
Kaig, vice-president. 
Moffatt, who’s been 


31 years 





with subsidiary companies, has 
been adrector of Carnegie-Illinois 
Steel Corp. since company was 
formed in 1935. 


New office, combining ad and 
exhibit activities, will be located 
in Pittsburgh. 


Palm 


Week’s palm goes to Stude- 
baker (Roche, Williams & Cun- 
nyngham, Ine.) for its spiffy 
January issue of The Stude- 
baker Wheel, company’s con- 
sumer mag. 

Decked out in colored license 
plates of various states, with 
Kid 1938 selling male this year’s 
plate, cover sets off an un- 
usually attractive edition. 
Chuck full of entertaining, well- 
illustrated stories and pix, cov- 
ering a wide range of activities. 

Plugs for Studebaker nicely 
put over and not burdensome. 


Returns 


After year’s absence, Albert G. 
Degen returns to Chicago sales 
office of True Story magazine. 

Left mag last year to go with 
H. W. Kastor & Sons, Inc. Previ- 
usly on ad sales staff of mag for 
seven years. 
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President to Meet UAW 


Leaders on 


(Continued f 


ment and to protect honest efforts 
to comply with the law.” 

*) Authorization for an adminis- 
“ trative body to pass on prima| 
facie legality of co-operative busi- | 
ness activities, through trade as- 
sociations or specjal agreements, | 
in order that business organiza- | 
.tions might undertake “a great| 
many programs absolutely neces- | 
sary to protect and promote busi- 
ness and employment,” without 


50,000 Chrysler 
Employes on Rolls. 
On 2-Day Week 


DETROIT.—In order to correct 
erroneous reports about employ- 


ment in Chrysler Corp.’s plants, | 


K. T. Keller, president, 
Wednesday that the corporation 


has approximately 50,000 employes | 
on its current payroll as against} 


76,000 at the peak late in October. 


“We are trying to carry through | 
with our present force, regulating | 


hours in accordance with avail- 
able work,” Keller said. “Produc- 


tion is naturally controlled by the | 


orders we receive and our situa- 
tion is not different from that of 


other large automobile manufac-| 


turers and many other industrial 
concerns in other lines of business. 


“What we are doing is working | 


our present force short time; and 


in accordance with this policy, all | 
of our plants will have operated | 


two days this week. We are manu- 
facturing and shipping cars just 
as fast as our dealers order them, 
but under present conditions, it is 
impossible to plan production ex- 
cept from one week to another. 


Evans Will Open 
Salon for Bantam 


At Miami Beach 


MIAMI.—Roy S. Evans, presi- | 


dent of the American Bantam 
Car Co., Butler, Pa., is here for'| 
the opening of the swanky new 
Bantam “60” salon at Miami 
Beach. 

Evans has been in the South| 
for the past two weeks attending | 
initial showings of Bantam “60” 
cars and trucks in Richmond, 
Atlanta, Augusta, West Palm 
Beach and other cities. 


stated | 
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Clarification of Roosevelt Stand on Trusts Awaited 


Annual Wage 


‘rom Page 1) 


undeserved prosecutions and pen- 
alties. 
Clear limitations in law, so 
“ that administrative approval 
of co-operative agreements would | 
not prevent private parties or gov- | 
ernment from_ seeking relief 
through civil suit against alleged | 
illegal combinations. 

Senator O’Mahoney, leaving the 
white house after his first visit 
there since he campaigned vigor- 


= 





| ously against the President’s court | 
reorganization 
said: 

“I think we made a little prog- | 
ress, we had a very satisfactory | 
conference.” 

Regarding the UAW meeting, | 
the white house said the confer-| 
ence had been requested by the 
| auto union. Those who will meet 
with the president are Homer| 
| Martin, president of the union; 
Richard Frankensteen, vice-presi- | 
|dent and William Munger, re-| 
search director. 

The white house said the sub- | 
ject of the discussions would be| 
similar to that taken up at meet- | 
ings of the President with the au- | 
tomobile manufacturers and 
would be centered largely on} 
problems of annual income. 

In connection with his Wednes- | 
day meeting with the 500 small 
business men, Secretary Roper 
said that every effort would be 
made to keep the gathering open | 
and that no pressure would be 
| brought upon the conference. 


“Every effort will be made to} 
| prevent even the slightest feeling | 
that anything is being ‘railroaded’ 
by this department or by 
| President,” Roper stated. “The 
| group will be left free to express 
itself in any way it sees fit.” 

The secretary said that, speak- | 
ing generally, he classed a busi- 
ness as “small for the purposes 
of this conference when its total 
| volume of business for a year’s 
time amounts to less than $1,000,- 
000. 


plan last year, | 


| 


Jersey’s New Governor 
Opposed to Diversion 


TRENTON, N. J.—Proposed di- 
version of highway funds to re- 
lief financing was denounced this 
week by New Jersey's recently 
inaugurated Gov. A. Harry Moore, 
who told the state agricultural 


|convention here that relief must 


be financed this year “without 
new taxes and without diversion 
of highway funds.” 


the | 


ADN Production 


Estimate 


Late revisions 
on ADN’s mid- 
week estimates 
of car and 
truck produc- 
tion in the U. 
S. and Canada, 
for the current 
week, show 
the week’s to- 
tal just slightly 
over the 60,000 
mark, which 
compares with 
a revised total 
of 64,000 last 
week and 73,- 
000 units a 
year ago. 

Chrysler units 
operated only 
two days this 
week, instead 
of the planned 
three days, 
which lopped 
about 3,500 
units off 
ADN’s pre- 


vious estimate. | 
Ford group) 


continued on 
five days; GM 
averaged three 
days. Hudson 


topped the in- 
depen- 
dent group. 


Graham Begins 
Assembly of New 
G-B Tractor Unit 


DETROIT. — Assembly of Gra- 
ham-Bradley. general purpose 
tractors was begun here this 
week by Graham-Paige Motors 
Corp. The company plans to 


| begin immediate shipment of 25 


tractors a day to Sears-Roebuck 
& Co. to complete a 2,000-unit 
order placed by that firm. 

Orders now being placed with 
Sears indicate that the retailer 
may soon increase this figure. 
Graham, in addition, plans to 
build about 500 tractors for its 
own export market. 

Officials of the company indi- 


cated that Graham may seek ad-| 
| the business recession “has hit the 


ditional working capital to offset 
the expense of tooling and build- 
ing up a parts inventory for the 
tractor plant. 
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Complete cumulative figures appear each week until all 48 states are shown. 
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Passenger Car Registrations 
**Eleven Months, plus 44 States for December, 1937-1936 


Dec. Dec. 
(44 States) Pos. 


26,646 | 2 


MAKE 
Ford 
Chevrolet 
Plymouth 
Dodge 
Pontiac 
Buick 
Oldsmobile 
Packard 


19,959 | 3 
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Studebaker 
Willys 
Cad.-LaSalle 
Lincoln 
Graham 
Auburn-Cord 
Pierce-Arrow 
Miscellaneous | | 


~ 
ao 
— 


eee 
© Om 
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. = |\— J 
156,666| | 


1936 
Pos. 


2 


Unit 
Gain 
21,629 
| 158,149* 
36,335* 
7,263 
40,924 
44,393 
10,273 
| 26,704 
32,910 
8,785* 
29,307 
27,776 
2,443 
38,737 
14,382 
9,679 
2,436* 
1,722* 
615* 
8,150* 


1937 

1937 Pos. 
761,889 | 1) 
759,830 | 
458,624 | 
253,613 | 
211,199 
203,345 | 
186,820 
94,870 
91,020 | 
89,554 
74,021 
70,272 
69,567 
51,095 
39,817 
25,094 
13,925 
1,290 
170 
+1,849 | 


1936 
740,260 | 
917,979 
494,959 
246,350 | 
170,275 | 
158,952 
176,547 
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58,110 
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5: Ask: Sahel 
3,457,864 | | 3,367,636 


**Wisconsin: July-Nov., inclusive, 1937, estimated. 


*Includes 393 Hupmobiles. 
tincludes 102 Hupmobiles. 


Sharp 


Sales Drop 


in 1938 


Likely, Benson Predicts 


Special to Automotive Daily News 

BUFFALO.—Unless there is a 
marked increase in general busi- 
ness or a sound dealer junking 
program is put into effect shortly, 
domestic sales of new automobiles 
in 1938 will not exceed 3,000,000 
units and may drop as low as 
2,750,000, Arnon N. Benson, gen- 
eral manager of the National 
Automobile Dealers’ Assn., told a 
group of nearly 100 Buffalo and 
Erie county dealers at a meeting 
in Hotel Statler here Wednesday. 

He suggested that the dealers 
handle their business accordingly. 
Sales of new cars in 1937 approxi- 
mated 5,000,000 units. 

“Automobile demand is very 
near the saturation point,” Benson 
declared. “Although the situation 
is not dangerous, because of con- 
tinuing replacement demand, the 
trend is very likely to be down- 
ward for several years.” 

He pointed out that there were 
36,000,000 families with incomes 
in the United States of less than 
$1,500 a year and that there now 
are approximately 30,000,000 auto- 
mobiles now in use. 

Largely because of this fact, 


automobile industry harder than 
other retail business,” Benson 
said. He suggested the solution 


*Wisconsin estimated for July, August, Sep- 


tember, October and November, 1937. 
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revolved largely around the junk- 
ing of old cars. 

“There are now 3,000,000 cars on 
the road that were manufactured 
in 1928 or before, in addition to 
3,500,000 that were manufactured 
in 1929,” he said. Touching on the 
dealer profit situation he said 
that 1937 returns made the deal- 
ers “more dissatisfied than ever 
in spite of the near record sales, 
largely because the manufacturer- 
dealer contracts had made the 
dealer subservient and because of 
the bad used car situation.” 


Rosemeyer Killed 

BERLIN.—Bernd Rosemeyer, one 
of the world’s leading race drivers, 
and winner of last year’s Vander- 
bilt Cup race in New York, was 
killed Friday in a race on the 
Frankfort-on-Main-Darmstadt road. 
A front tire on Rosemeyer’s Auto- 
Union wrenched off while the car 
was traveling at an estimated speed 
of 170 miles per hour. 

“Fourth Dimension,” a regular 
feature of ADN, presents a digest of 
automotive advertising news. 
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NEW OLIVER 
TRACTORS . . 


FEATURE NICKEL ALLOY PARTS 


Aside from streamlining, the most 
interesting feature of the new 
line of Oliver tractors is the 
power plant. Taking advantage of 
the development of high-com- 
pression engines for passenger 
cars, Oliver has designed a new 
high-compression six-cylinder en- 
gine which showed better fuel 
economy than a four-cylinder job 
on recent official tractor fuel 
economy tests. In line with the 
practice in building fine cars and 
heavy-duty motor trucks, Oliver 
specifies high-grade Nickel alloys 
for the major parts of the new 
tractor. Thus, Nickel, Nickel- 
chromium, and Nickel-moly steels 
are used in the steering member, 

axle and trans- 

mission gears, 

and other parts. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Car Shares Lose 
Gains and More 
in ADN Averages 


By C. J. Alexander 
Wall St. Correspondent, ADN 
NEW YORK.— Wall Street is 
resigned to having little in the 
way of favorable news out of the 


automobile industry until March. | 


The Street had another case of | 
the jitters this week following the | 
statement by President Roosevelt | 


against wage reductions as a part | 
of what had appeared to be a} 


general program for the reduc- 
tion of prices. 

One of the most widely 
market letters in the Street 
that of Shields & Co. One day 
this week this letter said, in 
part: 

“There are rumors that some 
automobile officials have held in- 
teresting meetings recently at 
which the prospects for the next 
several weeks have been dis- 
cussed. If the reports are cor- 
rect, it will mean there can be no 
bullish news coming out of auto- 
mobile centers until March at the 
earliest. It seems the motor et 
nates, however, wil! not again go | 


out of their way to over-empha- | 


size bearish news.” 


The used car problem is getting 


widespread attention in these 
quarters. But it is being empha- 


sized that the surplus of used | 


cars can be removed almost as | 


fast as it developed, once buying} 
starts in the so-called wage earn- | 


ing class of consumers. If the 


government resumes heavy spend- | 
ing on work-relief programs, as | 


now hinted, an over-night demand 


for used cars might well be cre- | 


ated, it is pointed out here. 

The most important develop- 
ment of the week up to this writ- 
ing as seen through the eyes of 
Wall Street was the re-statement 
by President Roosevelt of his 
attitude on prices and wages. He 
brought on a new case of jitters 


when he said, in effect, that price | 
reductions should be made but | 


that wages should not come down 


read 
is | 
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the conferences between the 
President and business leaders. 
The view here is that the busi- 
|ness men have asked for a defi- 
nite program of policies and 
pledged themselves to go 
with such a program. But as yet 
there has been no evidence of 
inything definite into which the 
business world can get its teeth. 
After making some headway, 
| 1utomotive stocks lost all their 
rains and some additional ground 
in the final 
covered by the ADWN stock price 
| averages. 
| The averages for Jan. 26 com- 
~ared as follows with the week 
preceding and a year ago: 
Last This 
Week 
22.61 
23.77 


Year 

Ago 
48.85 
50.93 
40.71 


Change 
14 Motors 
10 Car-truck 
1) Parts-accessories 20.71 
4 Tire-rubbers 20.54 - é 

Despite the current discourage- 
|ment in Wall Street, there ap- 
| pears to be a growing number of 
economists joining the ranks of 
| those who are optimistic on the 
| long term. They hold to the view 
that an upturn will take place 
this year, to be followed by re- 
newed recovery on a wide front 
and over several 7. 


Willys to Recall 
2,000 Men During 


co.’s.. 26 


oF Kr 
07.90 


TOLEDO. More 
| rolls of Willys-Overland Motors, 
Inc., here during the next two 
weeks, David R. Wilson, 
| dent, announces. The total num- 
ber of additional employes will be 
| stepped up gradually as_ con- 
ditions warrant, he said. 

Asked if he thought the re- 
| cently discussed proposal 
| Washington to shorten the period | 
of installment payments 
sale of new cars would have a| 
| favorable effect upon 
| Overland operations, 
plied he does not feel that such a 
plan offers a real solution to 
present economic problems for the | 
| great army of low-income | 
earners. 


with them. Steel men previously | 


had told the administration that 
prices of their product could not 
be reduced without cutting ope- 
rating expenses, the most impor- 
tant of which is the payroll. 

Prior to the presidential state- 
ment, financial quarters had en- 
tertained hopes that the adminis- 
tration was willing to go along 
with a price reduction program 
involving some wage reductions. 
Of even greater importance than 
it at first appeared are the negoti- 
ations on wages scheduled for 
next month between the steel in- 
dustry and labor. 

In the meantime, Wall Street is 
becoming discouraged by the lack 
of definite action resulting from 


Greatest Market 


Seen in ’38 For 
Second Tires 


DETROIT. — The progress that 
is being made by U. S. Tire Deal- 
ers’ Mutual Corp., in the solution 
of dealer and distribution prob- 
lems through the operation of its 
dealer advisory council, was re- 
viewed here Thursday by L. D. 
Tompkins, vice-president; H. N. 
Hawkes, general sales manager; 
members of the general office 
staff of the U. S. Tire Dealers’ 
Mutual Corp.; factory representa- 
tives, divisional managers, and 16 
members of the dealer council. 

The dealer advisory council is 
made up of independent tire 
dealers from all sections of the 
country. 

The feature of the meeting was 
the forecast, made by Hawkes, of 
business expectancy for the tire 
industry in 1938. Hawkes said that 
“replacement tire sales will be 
greater in 1938 than in 1937.” 


day of the week | 


Next Two Weeks 


| included a detailed discussion of 
than 2,000 | 
| workers will be restored to pay- | 


presi- | 


in | 


along | 


| last of a series of six attended by 





in the | 


Willys- | - 
Wilson re-| 


Street Sees March As ‘Revival Month’ for Motors 








Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Jan. 28, 3:30 P.M.—Although selling was not as 
urgent as earlier in the week, automotive shares lost 


further ground today. 
motors 
were the rule. 


The general tendency among the 
was to give way reluctantly and fractional losses 
General Motors showed steadiness. 


Ralston Extends Pacific 


M oe to 


Mid-February 


LANSING. D. E. Ralston, 
general sales manager for Olds- 
mobile, plans to remain on the 
Pacific Coast until the middle of 
February following the conclusion 
at San Francisco on January 28 
of a nation-wide series of regional] 
sales meetings for members of the 
Oldsmobile field organization. The 
San Francisco meeting was the 


nearly 500 field men throughout 
the country. 
The program of the meetings 


1938 merchandising activities on 
both new and used cars. One of 
the high points of the program 
was the presentation of a new 
sound motion picture, prepared at 
Hollywood especially for these 
meetings. The picture, said to be 
one of the finest of its kind ever 
made, is entitled “Stranger Than 
Fiction.” 

Ralston was assisted by his 
three assistant general sales. man- 
agers, G. R. Browder, R. L. Myers 
and H. A. Trevellyan; M. P. Vor- 


Defer Dividend 


PONTIAC.—Directors of the 
American Forging & Socket Co., at a 
meeting held Jan. 21, deferred action | 
on Mar. 1 dividend. 





| small increase in orders, 


berg, manager of new car retail 
selling; H. H. Utschig, manager of 
used car retail selling and M. J. 
O’Connor, business management 
manager. Regional managers who 
aided in conducting the meetings 
at their various cities included: 
H. J. Cupper, Detroit; J. M. Wil- 
son, Atlanta; C. E. Allison, New 
York; 


R. Jones, San Francisco. 


The factory group is now en 
route from San Francisco back to 
the home office at Lansing. Ral- 
ston will remain on the coast for 
further conferences with regional, 
zone and other executives. 


iene Body Recalls 


About 2,000 Employes 


MILWAUKEE. Seaman Body 
Corp. recalled about 2,000 em- 
ployes Jan. 24, following a week’s 
shutdown. Irving Seaman, sec- 
retary-treasurer of the firm, de- 
clared that it was planned to oper- 
ate on a 21-hour week instead of 
the 18-hour schedule prior to the 


| lay-off. 


Company officials reported “a 
" but de- 
clared there was no immediate 
indication as to what the trend 
might be. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JANUARY 28, 1938 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 
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Budd Mfg. Co., E. 
Budd Wheel Co. 
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41 
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Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 
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Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 

Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 


Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 

Nash Kelv. 

Pacific Mills 
Packard 

Raybestos Manhattan 
Reo Motor 
Republic Steel Corp. 
Socony Vac. 
Sparks-Withington 
Spicer 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thempson Products 
Timken-Det. 
Timken Roller Bear. 


Westinghouse E. & M. 
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NEW YORK Jan. 28 Jan. 21 
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Mfg. 


Axle 


Motors 


Willys Overland 
Yellow Truck 


DETROIT 


Hoover Ball Bearings 
Motor Wheel 
Murray Corp. 
Parker Rust Proof 


F. Q. Murphy, Chicago; L. | 
J. Blunden, Kansas City and G.| 


Israel is Named 
Nash’s Eastern 
Sales Manager 


DETROIT.—After revealing that 
reported retail deliveries of Nash 
automobiles in the New York ter- 

ritory during 
the last three 
months were 
up 19 per cent 
above those for 
the comparable 
period of last 


A 


R. H. Israel 


|year. Courtney 
Johnson, gen- 
eral sales man- 
ager of Nash 
Motors, an- 
nounced the 
promotion of R. 
H. Israel, head 
of the New York organization to 
eastern sales manager. 

In addition to his enlarged re- 
| sponsibilities Israel will continue 
| as president and director of Nash 
Motors Co. of New York, Inc. 

Announcement also was made 
of the election of E. B. Shumate 
as vice-president and _ general 
manager of Nash Motors Co. of 
| New York, Inc., in which capacity 
he will assume active direction of 
| all operations of the New York 
| distributing organization. 

Israel has been with Nash since 
1934, when he joined the factory 
as a sales manager. 


E. B. Shumate 


U. S. Steel Reports 
Sharp Net Drop 
For Last Quarter 


NEW YORK. . — United States 
Steel Corp., for the three months 
ended Dec. 31, reports net income 
of $4,577,983 compared with net in- 
come of $20,650,780 in the compa- 
rable period of 1936, and with $30,- 
617,638 for the three months ended 
last September. 
| Directors declared a _ regular 
dividend of $1.75 a share on the 
preferred stock, but took no ac- 
| tion on the common dividend. 
| Earnings for the fourth quarter 
| amounted to $1.27 on the preferred 
| stock, compared with $1.65 a 
| share on the common in the com- 
parable 1936 period and $2.79 on 
the common in the third quarter 
of last year. 

For the full year 1937 net in- 
come before allowing for federal 
surtax on undistributed profits 
totaled $99,930,836 or $8.50 a share 
on the common stock. This com- 
pared with $50,525,684 or $2.90 a 
common share in 1936. 


Mexico Increases 
Duties on Vehicles 


WASHINGTON. — The sharply 
increased tariff rates just promul- 
gated by the Mexican government 
include higher duties on all im- 
ported automotive vehicles ex- 
cept four-cylinder trucks, an 
analysis of the schedules here re- 
veals. 


While four-cylinder trucks are 
not affected, trucks of more than 
four cylinders carry an increase 
in tariff from 150 to 350 pesos. 
Four-cylinder passenger cars are 
upped from 180 to 300 pesos, while 
six-cylinder passenger cars carry 
the heavy increase of 500 pesos; 
that is, from 200 to 700. The tariff 
on eight-cylinder passenger cars 
has been raised from 300 pesos to 
700 pesos. No change is made in 
imposts levied on cars assembled 
in Mexico. 


| 








Sparks 


(Continued from Page 1) 


call it an industry then. In 1892 
the Duryeas—Charlie and Frank 

had built a_ single-cylinder 
Buggyaut in Springfield, Mass. 
The Appersons had developed a 
car for Elwood Haynes in 1893; 
in 1896 Alexander Winton sold a 
Winton which is said to have been 
the first commercial sale of an 
American motor car. The Olds 
Motor Works was organized in 
1897, the same year Autocar put 
out its roadster with a Renault 
type of bonnet and tiller steer 
and Col. A. A. Pope, with his 
Pope-Hartford, switched from 
bicycles to automobiles. 

a * * 

In the next four years there 
came on the American market 200 
more makes, most of them short- 
lived. Some, however, kept their 
heads above water and are within 
the memory of the present gen- 
eration — Auburn, Locomobile, 
Stearns, Pierce-Arrow, Pope-To- 
ledo, Buick, Franklin, Studebaker 
and White. Included in this was 
Cadillac, class of 1903. The others 
just came and went—most of them 
were just names, 

ok * 7 


IN 1901, TWO years prior to 
Cadillac coming into the world, a 
sturdy 12-year boy enrolled as an 
apprentice with the Mercedes 
company, of Germany which at 
that time made the outstanding 
automobile of the era, a quality 
job that was as famous in its day 
as was Rolls-Royce later on. The 
youngster faced a long stretch of 
hard work before he could attain 
his ambition to learn all about the 
construction of the then new 
method of transportation, the 
automobile. He signed up for the 
engineering course Mercedes had 
to offer for apprentices, which 
meant that he had to work five 
years without pay. He took it on 
the chin, finished the course and 


CHEVROLET - 
LAFAYETTE 
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pany after that and came out a 
finished product. 
* * * 

THAT youngster was Nick 
Dreystadt, but at that time he 
could not foresee what Destiny 
had in store for him in June, 
1934, when he stepped into the 
corner office and became general | 
manager of the Cadillac division | 
of the great General Motors. | 
That was three and a half years} 
ago and as of today he has a rec- 
ord of accomplishments in that 
span of office that is largely due 
to the thorough training he has 
had in the automobile business. 

* * * 

IT’S THE box office that is the} 
final answer, so let’s look at the| 
Dreystadt record. That shows 
that under his management the 
factory has, through its dealer} 
body, sold 97,567 Cadillacs and 
La Salles, the retail value of which 
is $170,000,000—-23,726 in ’35, 28,- 
599 in ’36 and 45,232 in '37. When 
he took over in '34 the Cadillac 
base price, not counting in the 
16-cylinder job, was $2,895; now it 
is $1,695. The 16 listed at around 
$7,000; now it is $5,100. The 
La Salle was $2,245; now it is 
$1,295. 

+ + Ba 

CREDIT FOR THIS is given 
to the Dreystadt policy of cutting 
production costs which would be 
reflected in lower f.o.b.’s. That 
was his objective from the start- 
off. He did such a fine job of 
pruning those production costs 
that in 1937 his volume had been 
increased 700 per cent and last 
year scored a record high in the 
34 years of the division. Results of 
his accomplishments are sum- 
marized in the fact that the Cad- 
illac plant alone can now pro- 
duce more cars than the same 
factory and the old La Salle 
plant combined did at peak oper- 





worked three years for the com-| ations in 1928-29. While installa- 


DeSOTO + DODGE 
* NASH + OLDSMOBILE - 


'the Danschow Gear Co., 


tion of Dreystadt’s manufactur- 
ing ideas has been a continuous 
process since he took charge, the 
program reached its climax in 
1937 when more than $6,500,000 
was spent in preparing for the 
new cars. 
ca ok * 


KLINGLER REPRESENTS the | 


sales manager, Curtice the ac- 
countant and McCuen the en- 
gineer as heads of General Mo- 
tors’ car units, but in Dreystadt 
you will find a most unique com- 
bination of executive qualities. 
He took a practical engineering 
course with Mercedes, he has 
been a service manager, he at- 
tained sales experience through 
managing branches of the Chi- 
cago branch, he has worked in 
the shop and he has managed 
workmen. He understands labor 
and its problems and is a most 
sympathetic listener, so I believe 
he enjoys its confidence to a 
greater degree than many of the 


| other executives of the industry. 


* * * 


WHICH LEADS up to some of 
the earlier chapters of the Drey- 
stadt saga. Nick came to America 
in 1812, locating in Chicago with 
manu- 
facturer of automobile gears. 
Then with James Egan, who ran 
a big automobile repair show, 
where he learned his lessons 
about service, which got him a 
job in 1916 with Charles H. Fos- 
ter, then Cadillac distributor. 
Foster called him “the doctor” 
because he was such an expert 
trouble-shooter. When the fac- 
tory took over in 1919 and when 
the late H. M. Stephens ran the 
branch Dreystadt was shop fore- 
man and electrician. Them he be- 
came service manager. Later he 
developed and handled six 
branches for Stephens which was 
when he learned about sales and 
became a used car expert. 

cd * * 


Stephens was called to Detroit 
in 1926 to become general sales 
manager of Cadillac-La Salle and 
he took with him this versatile 
Dreystadt who was made service 
and parts manager. Still climbing 


* FORD + GRAHAM + 





HUDSON - 


up the ladder, he was appointed 
factory works manager on May 
1, 1932 and on June 1, 1934 was 
named general manager. 

If you count his service stripes, 
you'll find he has been affiliated 


| with Cadillac for 22 years. 


* * * 


“I GET a copy of Automotive 
Daily News occasionally, and I 
get a thrill out of some of the 
things that are happening. How- 
ever, I am still glad I am out of 
the automobile industry. It is 
settling into such competitive, 
highly-specialized selling, the 
curse of which is the disposal of 
second-hand cars. There must be 
an answer to this problem, but 
I haven’t seen or heard of any 
suggestions that look like a so- 
lution to me.” 

* * oe 

SO WRITES Ray M. Owen 
from New York as he tells me he 
has put on the market the 
Comfor-Table, a lightweight fold- 
ing table, which he designed after 
tiring himself out holding “Gone 
With the Wind” while reading it. 
The table is one of New York’s 
best sellers at present, but it is 
only a sideline with a man who 
has written his name in bold let- 
ters on the pages of automobile 
history. He’s out of our business 
—has been for six or seven years 
since he gave up his New York- 
Hudson franchise—but no wolves 
how! at his doorstep and he’s eat- 
ing three times a day and can 
eat a midnight lunch if he wants 
to. He has the American rights 
to a foreign flavoring powder for 
fruit juices, report has it, and no 
worries about the automobile 
business. 

7 * & 

THIS RAY OWEN has to his 
credit a car he built himself in 
1898, following this with a de- 
livery wagon. His friend, Paul 
Rainey, wealthy New Yorker, had 
him design a stanhope, with the 
promise he would build a factory 
for Owen and go into the busi- 
ness. Just about this time the 
Oldsmobile came on the market 
and Rainey financially backed 
Owen so the latter could order 
1,000 curved-dash runabouts and 
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thus become one of the first two 
dealers appointed by the Olds 
Motor Works. He not only was 
the first Franklin dealer but he 
entered into an agreement with 
Reo whereby he contracted to 
take the output for 10 years, prob- 
ably the only contract of that 
sort ever signed in the automo- 
bile industry. And he lived up 
to it. 
* * * 

REMEMBER the Owen Mag- 
netic, the car with a thousand 
speeds? Well, Ray Owen bought 
the Entz patent license for this 
and, in association with General 
Electric, he put this unique car 
on the market. Probably this was 
the first automatic transmission 
in the industry, but the Owen 
Magnetic was_ short-lived, al- 
though making a big splash for 
several years. The lay public ap- 
parently feared the innards were 
too complicated for the average 
mechanic to fix in case of trouble. 

Following this Owen took over 
the defunct Stevens-Duryea and 
cleaned up the left-over material. 
He also established the Owen 
Dyneto Co., maker of starting and 
lighting units, in Syracuse, N. Y. 
Then he became Hudson dis- 
tributor in New York, which 
franchise he held until old D. E. 
Pression, as Bill Cameron calls 
the tailspin of the early ’30’s, 
came along, when he came to the 
conclusion that he’d be better off 
sitting on the sidelines. 


Pontiac Sales 
Schools Open 
Next Monday 


PONTIAC. — Pontiac Motors’ 
opening 1938 sales training schools 
are scheduled to start Jan. 31, 
with more interesting presenta- 
tions and more valuable sales 
helps than ever before, according 
to C. P. Simpson, Pontiac general 
sales manager. 

Five instructors will take to the 
road to cover the country and hold 
meetings for Pontiac dealers in 
every section. 


LINCOLN ZEPHYR 


PACKARD + PLYMOUTH + PONTIAC + STUDEBAKER + TERRAPLANE - WILLYS 


Congratulations 


TO THE CARS WHICH ACHIEVED SUCH OUT- 
PERFORMANCE IN THE ANNUAL 


STAN DING 


GILMORE-YOSEMITE ECONOMY RUN 


iN THE RECENT Gilmore-Yosemite Economy Run from Los 
Angeles to Yosemite National Park . . . 26 stock sedans estab- 
lished a new all-time record for this annual event when they 
achieved a combined average of 22 88 miles per gallon of Red 
Lion gasoline, according to American Automobile Association 
Contest Board reports. @ This is an outstanding record... for 
it was made over a winter route that featured steep, winding 
mountain roads...climbs to more than 6,000 feet elevation. It 


provided news that was eagerly watched for and read by thou- 


sands of motorists... for here was practically every make of 


modern motor car competing in America’s foremost stock car 


event. @ But even more important than this record is the con- 


tribution the cars entered in the Gilmore-Yosemite Economy 


this traditional event. 


Earl B. Gilmore 


PRESIDENT 


Run made to the progress of motordom. They officially proved 
the constant improvement being made in modern automotive 
design ... and they did it in a manner that grasped the motoring 
public’s imagination...that kindled a greater desire for the 
performance 1938 motor cars make possible! @ That is why 
the motor car dealers and the motor car manufacturers who 
sponsored cars and made the Gilmore-Yosemite Economy Run 


possible have earned the high regard of everyone affiliated with 


GILMORE OIL CO. 





- 
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A New Twist at Ford’s 


@ This is the strange story of a high-speed steel drill with 


‘more adventures than Sinbad the Sailor. 


Placed on a job at the big Ford Rouge plant in Dearborn, 
this drill and others like it are used until continued resharp- 
ening makes them too short for that work. Then they go to 


a job that uses them in the same size, but shorter lengths. 


Next the same drills are reworked to a smaller diameter 
and placed on other jobs—until they are too short for 
further use there. Then they are worked again, and become 


center drills for crankshafts or similar parts. 


By this time the drills consist mostly of stubs of high- 
speed steel. Still pieces of fine metal, they go to the electric 
furnaces, are melted, and become a part of the alloy steel 


used for Ford V-8 valve-seat inserts. Much the same thing 


happens to reamers, slotting saws, milling cutters and 


many other high-speed tools. 


This sort of thing is possible in Ford operations because 
of their great size and scope. To reclaim a dozen drills in 
this fashion would return less than the cost— but increase 
the figure to thousands and tens of thousands, and it spells 


production economy beyond compare. 


And production economy spells added value in the prod- 
uct. The Ford Rouge plant is the largest industrial establish- 
ment in the world, and the value of its salvage and by-prod- 
ucts operations amounts to millions of dollars in a year — 
just so much saved and used in building the Ford V-8— 


THE QUALITY CAR IN THE LOW-PRICE FIELD. 
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TRUCK SALES HIT ALL-TIME HIGH 


!'wo-Lane Roads Denounced as Unsafe 


sean -——_—_—_—_—___--—_—_—_-© 


Truekin’ 


eh 
Salty Morgan 
Poxson, Exporter 
Hughson Analysis 
Half-Tonners 
Used Truck Sales 


— ~——— 
by 
Jack Weed 


HE IS SALTY. This new gen- 
eral sales manager for the Reo 
Motor Car Co., Frank N. Morgan, 
cut his automotive teeth selling 
Studebakers at retail over 25 
years ago and has been attend- 
ing the sales school of the firing 
line ever since. At that he has 
had only two jobs where he 
worked for a boss since he 
started his automotive history. 
After five years with Studebaker, 
where he rose to a branch man- 
ager, the great open spaces invited 
and Frank went with the Cleve- 
land Tractor Co., one of the 
pioneer builders of crawler type 
farm horses. This was in 1918 
when the automotive industry 
threatened to take all horses off 
the farms. 
* * * 

CONTINUING his climb up the 
sales ladder where he reached the 
assistant sales manager’s desk at 
the tractor company, Morgan 
went into business for himself. 
Rickenbacker Motor Car Co. gave 
him a zone manager’s job on a 
commission basis. He not only 
paid his own salary and expenses 
out of the percentage on cars sold 
to the dealers in his territory but 
paid his own assistant’s as well. 
Rickenbacker went the way of 
many another car builder before 
Morgan was able to retire with 
the rank of motor magnate. So as 
he had got into the habit of run- 
ning his own business Frank took 
on a Studebaker distributor’s 
franchise until he joined Reo 
early in 1930. 

* * * 

IN HIS SEVEN YEARS with 
Reo, Morgan has been a branch 
manager in_ several different 
cities, the manager of branch 
operations and assistant to the 
president; this latter job was his 
stepping stone into his present 
job as Brass Hat of the sales de- 
partment. So if you don’t know 
this Morgan just set your mind 
at rest as to whether he knows 
what it is all about. Helping him 
in the reorganization of the Reo 
sales outlets in preparation for 
the big spring offensive is Al 
Struble, who is credited with not 
only developing one of the best 

(Continued on Page 4, Col. 3) 


37 Output Beats 
Record Set in ’36 
By 100,000 Units 


Sharp Increase Is Noted 
In Sales of Smaller 
Capacity Models 


By William C. Callahan 


DETROIT.—Establishing 
a new all-time record in the 
history of the industry, new 
commercial car registrations 


during 1937 reached the 
peak of 616,433 units against the 
previous record year, 1936, when 
611,644 new units were placed in 
service. Production also reached 
a new high of 948,071 against 
818,377 in 1936. 

The 1937 commercial car reg- 
istrations were almost 100,000 
units above the previous so-called 
banner year of 1929, when 527,- 
057 were listed. 

The disparity between the reg- 
istration figures and the produc- 
tion figures is based upon the 
fact that production includes 54,- 
369 units built in Canada, where- 
as registrations are for the United 
States only. Actually, the total 
production going into the do- 
mestic market in 1937 was 690,- 
264 with 203,438 shipped abroad 
and to Canada. This indicates 
that dealer stocks are not ex- 
ceptionally top-heavy, since the 
difference between domestic reg- 


(Continued on Page 5, Col. 1) 


N.J. Truck Case 
Decision Is Set 
For February 21 


TRENTON. — Decision on the 
appeal by the Port of New York 
Authority for an injunction re- 
straining the interstate commerce 
commission from voiding motor 
carrier act exemptions to truck- 
men in certain northern New 
Jersey cities will be reserved by 
the three-man federal court in 
Trenton until the commission 
presents its case Feb. 21. 


The court Jan. 17 heard wit- 
nesses testify heavy losses to 
truckmen and retarded industrial 
growth would result from the or- 
der lifting exemption from such 
municipalities as Newark, Eliza- 
beth and Perth Amboy. The rul- 
ing, which became effective last 


(Continued on Page 6, Col. 1) 
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A New 


Service 


With truck production and sales setting new high 
marks from year to year, the need for an alert, mod- 
ern newspaper in this branch of the industry has 
become acute. To meet this need, ADN with this issue 
is inaugurating this monthly section devoted ex- 
clusively to the truck, bus and trailer field. In this 
section the editors will aim to cover quickly, ac- 
curately and concisely the trends in sales, production 
and merchandising of trucks, buses, trailers and 
truck equipment. It will report and interpret legisla- 
tion affecting truck design and operation and its 
editorial policy will be directed toward guarding the 
best interest of the industry as a whole. 


Perhaps this policy can be summarized in no better 
way than to repeat here the pledge which has been 
in the masthead of ADN for the past five years—a 
pledge which we believe has been faithfully fulfilled: 


“One sacred pledge we make our friends here and now. This 
publication, God willing and so long as it is in our charge, will 
never champion the cause of any individual or any corporation 
which is not for the best interests of the automotive industry 
as a whole. Nor will its columns be used to spread gossip or 
inflame prejudice. It will confine itself to the upbuilding of the 


industry it is pledged to serve, 


wholly through the dissemina- 


tion of NEWS which is timely, authentic and of value. 


Present Two-Lane Highways 


Are Denounced as Unsafe 


By Jack Weed 

CLEVELAND.—Building great- 
er safety into highways was per- 
haps the outstanding and com- 
manding theme of the majority 
of the papers read by America’s 
road engineers at the American 
Road Builders Assn. convention 
which wound up its five-day ses- 
sion at the Hollenden hotel here 
Friday, Jan. 21. 

An energetic and forceful pro- 
test against the curtailment of 
government aid in road building 
funds by Colonel Willard T. 
Chevalier followed by a formal 
resolution by the association urg- 
ing “the congress of the United 
States to continue federal aid 
authorizations on at least the 
present level” were also made 
during the convention. 


Greater safety in automotive 
operation on the highways must 
become an active concern of the 
truck and bus companies judging 
from the emphasis on the need 
for safer roads by speakers at 
the convention when viewed in 
connection with the paper, “The 
Outlook Toward Legal Perform- 
ance Requirements,” 


read by| 


Professor J. Trueman Thompson 
before the Society of Automotive 
Engineers, Jan. 10, in Detroit. 
Thompson said in part, “Some- 
thing must be done about it 
(truck regulation) because the 
presence of these slow moving 
vehicles hampers the rapid trans- 
portation of people and goods and 
thus seriously interferes with the 
(Continued on Page 9, Col. 1) 


View Machinery 


Worth $10,000,000 


Sales During Exposition 
Set Mark of Over 
$2,000,000 


CLEVELAND.—tThe road 
machinery and truck show, 
held in connection with the 
35th annual convention of 


the American Road Builders’ 
Assn. here, set an all-time high 
for number of exhibits and dele- 
gates attending. The five-day 
show, which closed Jan. 21, drew 
more than 25,000 from every state 
in the nation as well as 35 foreign 
countries. 

This year’s show, in former 
years considered the largest 
heavy-duty truck show, had about 
400 exhibits, of which 68 com- 
panies displayed trucks, truck 
equipment and associated operat- 
ing necessities. Over $10,000,000 
worth of machinery. was on ex- 
hibition, ranging from small tools 
and needle-point bearings to large 
road building machinery. 


Judging from the activity of 
the salesmen at the exhibits and 
from the $2,000,000 worth of ma- 
chinery reported sold during the 
week, the road builders and state 
officials attending have not as yet 
heard of the business recession 
that is causing jitters in the auto- 
motive industry and on the street. 


Practically every exhibitor 
claimed actual orders taken for 
immediate delivery to customers 
contacted at the show for the 
first time, which is considered 


(Continued on Page 2, Col. 1) 





U. S. Carrier Act Jurisdiction 
Placed Over Car Caravaning 


Special to Automotive Daily News 

WASHINGTON. — Caravaning 
of automobiles last week was held 
to be transportation within the 
jurisdiction of the Federal Motor 
Carrier Act of Examiner C. E. 
Simmons in his report on the con- 
tract carrier application of Cara- 
vans, Inc., St. Louis. 


Simmons recommended that the 
interstate commerce commission 
grant Caravans, Inc., a permit to 
transport automobiles and trucks 
by caravaning over irregular 


routes from South Bend, Ind., to 
St. Louis. 

Pointing out that in caravaning 
of automobiles, one vehicle is 
moved under its own power, while 
another is towed, the examiner 
overruled applicant’s contention 
that there is room for substantial 
doubt as to whether caravaning is 
an operation within the provisions 
of the act. He stated: 

“In respect of such services, 
Corpus Juris defines ‘transporting’ 

(Continued on Page 5, Col. 4) 
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68 Firms Exhibit to 25,000 at ARBA Show 


position Set 


Mark of Over $2,000,000 


from Page 1) 


(Continued 


unusual, even at automotive 
truck shows. 

Among the several 
educational exhibits by several 
states and police departments 
was an exceptionally fine exhibit 
from the state of Missouri, which 
consisted of six large moving 
panoramas depicting the recrea- 
tional and touring facilities of the 
state. 

Among the merchandising ex- 
hibits, probably the International 


elaborate 


Harvester road stood out from} 


the standpoint of size and elabo- 
rateness. This road, constructed 
across part of the back wall of 
the building and running approxi- 
mately a block along a side wall, 
showed several stages of road 
construction with IHC tractors, 
trucks and other road machinery 
doing the job they perform in 
actual road work. 

“Charlie McCarthy” was in evi- 
dence in duplicate as the driver 
of the Gar Wood miniature dump 
truck with its TVA type hoist and 
body. Four-Wheel Drive Auto Co. 
had a giant, eight feet six inches 
tall, as the courtesy man for its 
exhibit. 

Moving Exhibits Shown 

As usual in road shows, there 

were many moving exhibits and 


each had its crowd of interested | 


spectators. Several miniature 
moving exhibits showed the ac- 


tion of different machines in dif- | 
construc- 


ferent phases of road 
tion work, all electrically driven 
and most of them of quite com- 
plex nature. 

Because of the number and size 
of the exhibits at this year's 
show, not only was every avail- 
able inch of the mammoth Cleve- 
land Municipal Auditorium taken 
but there was an evident lack of 
aisle space to properly take care 
of the crowds. 

With the government already 
having alloted $238,000,000 for its 
share of road work, which is to 
be matched by a similar amount 
by the _ states, counties and 


MANY LEADING FIGURES 


and. 


municipalities, optimism was in 
evidence everywhere through the 
show. 

J. L. McCaffery, general sales 
manager of the International 
Harvester Co., who was the prin- 
cipal speaker at. their 
luncheon held on Wednesday, 
said, “If we didn’t have 1937 to 
look back upon we would already 
consider 1938 a boom year, busi- 
ness is that good.” 

Truck Makers Show 

Eleven truck manufacturers ex- 
hibited at this year’s show— 
Chevrolet Motor Co., Detroit; 
Four-Wheel Drive Auto Co., Clin- 
tonville, Wis.; General Motors 
Truck & Coach Co., Pontiac; the 
Hug Co., Highlands, Ill., Interna- 
tional Harvester Co., Chicago; 
Mack Trucks, Inc., Long Island 
City, N. Y.; Marmon Herrington 
Co., Indianapolis; Walter Motor 
Truck Co., Ridgewood, L. I., N. 
Y., and White Motor Co., Cleve- 
land. Two other companies, Euclid 
Road Machinery Co., Cleveland, 
and the Linn Mfg. Co., Morris, 
N. Y., making vehicles especially 
adapted for heavy road work, 
| also exhibited. 

Among the other builders who 





were: Engines 
Co., Syracuse, 
Harvey, IIL; 
Corp., Detroit; 
Co., Columbus, Ind.; 
Motor Co., Canton, O.; Waukesha 
Motor Co., Waukesha, Wis. Bodies 
and hoists—-Anthony Co., Inc., 
Streator, IIL; 
Body Co., Galion, O.; Heil 
Milwaukee; 
ucts Co., 
Steel Body Co., Galion, O.; Hughes 
Keenan Co., Mansfield, O.; St. 
Paul Hydraulic Hoist Co., Minne- 
apolis, and Gar Wood Industries, 
Detroit. 
Other Makers Listed 

Axle and transmission builders 
included Eaton Mfg. Co., Cleve- 
land; Fuller Mfg. Co., Kalamazoo, 
Mich.; Spicer Mfg. Co., _ Toledo; 


N. 
Continental 


Y.; Buda Co., 
Motors 





Co., 





in the trucking industry attended 


the International Harvester luncheon at the National Road Builders 
Show, in Cleveland, last week. Top picture, left to right, W. C. Schu- 
macher, assistant truck sales manager, IHC; Jack Weed, ADN; P. V. 


Moulder, THC truck sales manager, and Neal Higgins. 


Bottom, left 


to right, E. C. Barringer; C. W. Mapes, manager Cleveland Motor 
Truck branch; J. C. McCaffrey, LHC vice-president in charge of sales, 


and R. T. F. Harding, Cleveland 


Plain Dealer columnist. 


press | 


supply component parts for trucks | 
Air-Cooled Motors | 


Cummins Engine | 
Hercules 


Galion All - Steel | 


Hercules Steel Prod- | 
Galion, O.; Perfection | 


Thornton Tandem Co., Detroit, 
and the Transmission & Gear 
Co., Detroit. Bearings — Hyatt 
Roller Bearing division, Newark, 
N. J.; Roller Bearings Co. of 
America; SKF Industries, Inc., 
Philadelphia; Timken Roller 
Bearing Co., Canton, O.; Tyson 
Roller Bearing Co., Massillon, O., 
and United Motors Service, 
Detroit. 

Trailer manufacturing was 
represented by Fruehauf Trailer 
Co., Detroit; R. G. Letourneau, 
Inc., Peoria, Ill.; Rogers Brothers 
Corp., Albion, Pa., and Wellman 
Engineering Co., Cleveland. Lubri- 
cants and lubricating device in- 
| cluded D-A Lubricant Co., Indian- 
apolis; Gulf Oil Co., Pittsburgh; 
Lincoln Engineering Co.,_ St. 
Louis; MacMillan Petroleum Co., 
Los Angeles; The Ohio Oil Co., 
Robinson, Ill; Sinclair Refining 
Co., Standard Oil Co., and Stew- 
art-Warner Corp., Alemite divi- 
sion. 

Steel Firms Exhibit 

The Bethlehem Steel Co., Pitts- 
burgh Steel Co. and U. S. Steel 
Corp. had interesting exhibits, 
while other truck equipment and 
accessory exhibitors included 
Baker Mfg. Co., Springfield, IIl., 
truck snow plows; Bendix Prod- 
| ucts Corp., and Bendix Westing- 
house Automotive Air Brake Co., 
| brakes; Black and Decker Mfg. 
Co., service tools; Blackhawk 
Mfg. Co., Milwaukee, jacks; Chain 
Belt Co., Milwaukee, moto-mixers 
for trucks; Chicago Rawhide Mfg. 
Co., Chicago, oil seals and leather 
packing; Davey Compressor Co., 
Kent, O., truck driven compres- 
sors; Donaldson Co., Ince., St. 
Paul, Minn., air cleaners; Edison 
Splitdorf Corp., West Orange, N. 
J., spark plugs; 





| conditioning equipment;  Fire- 
stone Tire & Rubber Co., Akron, 
tires; B. F. Goodrich Co., Akron, 
tires; Motor Improvements, Inc., 
Newark, oil filters; Root Spring 
Scraper Co., Kalamazoo, truck 
road scrapers; Signal Service Co., 
Elizabeth, N. J., signals; T. L. 
Smith Co., Milwaukee, truck mix- 
ers; Tuthill Spring Co., Chicago, 
leaf springs; United American 
Bosch Corp., Springfield, Mass., 
fuel injectors; Twin Disc Clutch 
Co., Racine, Wis., power take-off 
units; Wico Electric Co., Spring- 
field, Mass., magnetos. 


Braking Studied 
By Linderman 


NEW YORK.—tThat maximum 





deceleration rate is not a correct 
measure of stopping ability is in- 
dicated by an investigation of 
brake effectiveness on current 
busses and trucks, by Linderman 
Devices, Inc., brake manufac- 
turer. 

According to Ralph K. Super, 
Linderman chief engineer, it was 
found that measured stopping 
distances actually run anywhere 
up to 50 per cent higher than 
those calculated from observed 
deceleration rates. 

These findings would have an 
important bearing on brake de- 
sign in the future, particularly in 
busses, since maximum decelera- 
tion rate governs brake design in 
the bus field rather than stopping 
ability. The deceleration rate 
must be held within such limits 
that maximum brake application 
will not throw standees forward 
with resultant chances of injury. 

Theoretically such deceleration 
rates should be ample to pro- 
vide stops well within safe limits. 
It was found, however, that in 
many cases a wide differential 
exists between actual and indi- 
cated stopping distances. 


Payne Is New Head 


of Corbitt Company 


HENDERSON, N. C.—W. B. 
Payne is the new president and 
general sales manager of the Cor- 
bitt Co., one of the oldest manu- 
facturers of motor trucks in the 
United States. 


Evans Products| 2 
Co., Detroit, gear shifter and air-| « 








truck with mixer mounted; 





International 


Week tor 


CHICAGO.—P. V. Moulder, man- 


ager of International motor truck 
sales, announces that February 7 
to 12 is ‘being designated as spe- 
cial International Motor Truck 
Show Week. Plans are now being 
made for the participation of the 
5,600 International motor truck 
dealers and the 237 United States 
company-owned branches and 
service stations in the varied 
show week activities. 


Dealer and branch showrooms 
will be decorated, and suggestions 
as to special D-line displays, the 
use of advertising material and 
sound slide films, and invitations 
to thousands of truck users have 
been formulated by Mr. Moulder 
and his co-workers. 

Last spring International Har- 
vester announced an entirely new 
line of motor trucks, the new D 
line, ranging in capacity from 
half-ton light-delivery units to 
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SCENES AT THE ARBA ROAD show in Cleveland last week. Ex- 
hibits, at which $10,000,000 worth of machinery was shown, included: 
top, Chevrolet section; second from top, general view showing Ford 
third and fourth from top, 
of the International Harvester exhibits, and bottom, the White display. 


views 


Sets Show 
Feb. 9 to 12 


largest six-wheelers. These 
new models include conventional 
four-wheel units, six-wheelers 
with both dual-drive and trailing 
axles, and cab-over-engine types. 
The complete International line 
consists of 24 models in 73 wheel- 
bases with gross vehicle weights 
ranging from 4,400 to 62,000 
pounds. Certain of these models 
will be selected by the various 
dealers and branches that spe- 
cially meet requirements of oper- 
ators in their respective territories 
for feature display. 

“1937,” said Moulder, “saw In- 
ternational truck sales reach a 
new all-time high. International’s 
share of the total business was 
greater than ever before. Cur- 
rently, International truck sales 
in most territories are especially 
gratifying, and we expect that 
with continued improvement in 
business’ conditions 1938 will be 
another especially good year.” 


the 
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Records Show Value of Efficient Truck Selling 
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Reconditioned Used Vehicles —=——= 


A Key Factor, Ruby Declares 


By Mel Adams 
Staff Correspondent, ADN 

CHICAGO.—“The truck busi- 
ness is the only one I know of 
where your prospects constantly 
supply their names, addresses and 
telephone numbers painted on in 
full view, with the condition of 
their equipment telling the alert 
salesman when they are ready to 
buy.” 

In this terse statement by S. D. 
Ruby, president of Ruby Chevro- 
let, Inc., is contained a salient 
reason why he likes truck mer- 
chandising. Together with his 
two brothers, Irving and Henry, | 
S. D. Ruby has been in the auto- | 
mobile business for more than 20 | 
years. Some five years ago, he 
took on the Chevrolet car and 
truck franchise. 


Record Outstanding 

Ruby’s record and ability as a 
truck merchandiser has attracted 
the attention and high regard of 
Chevrolet factory officials. His 
sound business judgment has also 
brought him recognition through 
appointment in the past to the 
General Motors Dealer Council. 

Located in a 200-car potential 
spot, Ruby Chevrolet, Inc., in 1937 





did a business of approximately 
$2,000,000. Of this amount, new 
and used truck sales accounted 
for about $500,000, or 25 per cent 
of the grand total. 

What are the answers to these 
remarkable records? Ruby quickly | 
told his interviewer one of them: 


f “We simply go after business 
instead of waiting for it to come 
in to us. 


Reason for Enthusiasm 

“Another reason for our enthu- 
siasm is that we have found the 
truck end of our operations a 
never failing source of profit.” 

The following may sound some- 
what surprising, considering that 
passenger car sales are nationally 
four times as great as those of 





trucks, yet Ruby has found it true 
from experience. He puts it thus: | 

“We have discovered that there | 
is less competition in selling | 
trucks than cars, despite the 
more limited market numerically 
for trucks.” 

How truck minded is Ruby? 





“Just to show how I feel about | 


the truck end of our business, I 


don’t mind repeating to you what | 
once to 


I have said more than 
Chevrolet sales officials. It is this: 
‘If Chevrolet 
tract, forcing dealers to handle 
either cars or trucks, but not 
both, I would choose trucks.’” 


The logical conclusion is that 
Ruby is thoroughly sold on the 
profit possibilities in 
trucks. The used vehicle 
of operations has much 
with his attitude. 


“I like used merchandise,” 
says, “and never have had what 
I consider too much of it. We 
have plenty of outlets for used 
trucks. My contention 


phase 


used merchandise. 


“In dealing with truck users, | 
either new or used, we talk to | 


business men. They know what 
their used trucks are worth on 
trade-ins, as well as the value of 
the used trucks they buy. There’s 
a common meeting ground, with 
virtually no difference of opinion 
as to price on our part or theirs. 


“Furthermore, 


used truck, there is no catering | 
It’s a matter 


to personal whims. 
of cold tigures.” 


Trade-in Policy 
Ruby has a definite trade- -in | 
policy, to which he adheres. It | 
calls for giving for a used truck | 
what it is worth. After taking it | 
in, another rule is applied. This 


| concerns the amount of recondi- 


tioning to be done and it, in turn, 
is determined by whether 


tailed. If the 
“gets the works” in the large, 
modern reconditioning plant. 


“We are extremely particular 


| and thorough when it comes to 


| reconditioning our trucks,” con- 
tinues Ruby, “for several reasons. 


“In the first place, a truck is 
subjected to hard, steady, daily 
service, and should be put in top 
shape mechanically, so that it 


will not fall down on the job. An- | 


other consideration is that own- 
ers object strenuously to extra 
repair costs while paying for 
their used trucks on time. 
“Then, too, a used truck must 
have as attractive appearance as 





TOPFLIGHT TRUCK MARKETER Sam Ruby, Ruby Chevrolet, 
Inc., Chicago, left, confers with Felix Doran jr., Chevrolet’s assistant 
general sales manager, on the problem of moving used cars. Ruby 


discusses truck marketing in an 


interview on this page. Bottom 


photo shows a part of the paint shop in Ruby’s reconditioning plant. 


ever split the con-|} 


handling | 


to do | 


he | 





is that | 
there’s a buyer for every piece of | 


in the sale of a| 


the | 
truck is to be wholesaled or re- | 
latter, the truck | 


Rubyisms 


The truck business is the 
only business where you 
prospects tell you who they 
are, where you can find 
them and when they will 
buy as they go along the 
street. 

Go after your truck busi- 
ness—it won’t come _ into 
your store. 

Give your customers 
quick, efficient service and 
you won’t have to bid for 
the business. 

If a used truck is not 
worth reconditioning and 
prettying up, it isn’t a sale- 
able piece of merchandise. 

The average used truck 
buyer cannot buy rubber 
and make his payments, 
00. Re-tire and recondition 
used trucks and they will 


| ; 
Special to 





stay sold. 


| a new one in the matter of paint 
and rubber, since it is a moving 
advertisement of its owner.” 
Discussing his merchandising 
slant further, Ruby disclosed that 
he believes always in “selling an 
idea” to prospects. As an instance, 
with the advent of the Christmas | 
rush, he closed an order with a 
large department store in Chi- 
cago for a fleet of 35 panel body 
used jobs. The holiday peak prob- 
lem also enabled him to land 
orders for used trucks from a 
number of other companies. 


Digs for Business 
“Topping all other considera- 





| reliable and 
| Brakes as a rule were two-wheel 





tions is our going out after used | 
truck business,” he added. “It’s 
especially mecessary in our case. 
We couldn’t possibly depend upon | 
our immediate neighborhood 
alone, what with a big park to) 
the northeast and a cemetery | 
almost as large to the southwest. 


“Our neighborhood limitations 
have put us on the spot, so to 
speak, forcing us to spread out| 
and dig. With a richer territory 
surrounding us, we might be} 
rather inclined to become smug | 
and figure that business would | 
have to roll in from the vicinity. | 
At least, that would be the temp- 
tation, although I guess that, re- | 
gardless of location and imme-| 
diate sales potentialities, the ex- 
igencies of competition would | 
force us to go after the business | 
aggressively.” 

Ruby Chevrolet, Inc., maintains 
three establishments and requires | 
every square inch of space in all | 
three buildings, the one devoted | 
to executive headquarters, new | 
vehicle sales, parts and quick | 
service; the second to used! 
vehicle sales, and the third to 
reconditioning operations. 

Four out of 12 salesmen in the | 
organization specialize on trucks. | 

The story of deliveries last | 





year by the company is told in| pecially for public utilities and| 359 
1,700 new. vehicles | representing several departures in| — 


these figures: 
and 2,500 used. 

Keeping up regular contacts 
with truck users is a prime prin- 
ciple of the Ruby scheme of doing 
business. 


HIGH-WATER MARK in the evolution of the motor coach, as traced in the accompanying article by 
H. E. Listman, vice-president in charge of motor coach division, General Motors Truck & Coach, is this 
GMC bus now used by the New York City Omnibus Corp. 


Listman Traces the Rise 


Of Motor Coach from ‘Fad’ 


Automotive Daily News 
PONTIAC.—“Once classed as a 
‘fad’ the motor coach has become 
an integral part of our economic | 
and social structure, rightfully | 
taking its place in our scheme of 


| transportation beside other pas-| 


senger carrying agencies,” it is | 
declared by H. E. Listman, vice- | 
president in charge of Motor} 
Coach division, General Motors} 
Truck & Coach, in an outline of | 
bus development. 

“Motor buses were in operation | 
as early as 1904, one of the first} 
established lines being the Fifth} 
Avenue Coach Co., New York} 
City. It was not until 1924, how-| 
ever, that the motor coach actual- | 
ly became an important vehicle} 
on a widespread scale. Since then | 
its progress has been rapid, the| 
past three years witnessing the | 
motor coach replacing street cars| 
in hundreds of cities, and supply- | 
ing transportation over every) 
highway throughout the country, 
Listman said. 

“Buses, in the period from 1916 
to 1920, the ‘Jitney Age,’ were au- 
tomobiles with make-shift devices 
employed to extend the frame and | 
chassis in order to carry more 
passengers. This vehicle was un-| 
balanced, lacked stamina, broke 
down frequently and was costly | 
to operate. 

“From 1920 to 1924 the ‘truck-| 
type’ bus appeared. This vehicle | 
was an improvement but still un-| 
costly to operate. 


mechanical type. Bodies were of | 
wood with seats of rattan or up-| 
holstered in imitation leather. | 
Little attention had been paid to} 
lighting or ventilation. 

“A forward step was taken in| 
the years of 1924-1927. Drop frame | 
chassis became popular’ with) 
smaller wheels, larger cross sec- 
tion tires with dual rears to carry | 
larger loads. Bodies were compos- | 
ite (wood and metal) with seats 


Autocar Offers 
Broadened Line | 


ARDMORE, Pa.—Entering 1938 | 
with a line of trucks claimed to} 
outrank any in the history of the | 


|company, Autocar will offer four) 
| unusual 
| ments, company officials declare | 


engineering achieve- | 


here. 
Citing advantages of the short| 
wheelbase, officials asserted that 


| Autocar holds exclusive patents 


on its engine-under-the-seat de-| 
sign. In the 84-inch standard} 


| wheelbase, the company claims to | 


provide the shortest short-wheel- | 
base now available. 

Outstanding in the 1938 line is | 
the six-man cab, developed es-| 


design. The cab has an adjust- | 


| ing 


| 560 cities 
| upon rail service. 


being of street car or pullman 
type recliners. Hot water heaters 
made their appearance and light- 
ing fixtures were introduced. 
“The first Transit Coaches 
ushered in an era of chassis-less 
construction during 1927-1929. Ca- 
pacity was increased to as high 
as 40 passengers. Engines left the 
front of the coach and were 
mounted on each side of the coach 
or under the floor. Six cylinder 


| engines gave more power with 


larger power brakes. Vehicles be- 
came wider, heating, ventilation 
and lighting were brought to a 
modern stage. Entrance doors 
were placed ahead of the front 
wheels so that coaches could pull 
directly into the curb for pas- 
sengers, an outstanding safety 
feature. 

“In the years 1931 to 1934 great 
technological strides were made. 
Chassisless coaches predominated. 
All metal bodies assembled on jigs 


"| with the engine mounted in the 
|rear became the accepted motor 


coach. Low pressure balloon tires 
. safety glass .. . level floor 

. larger engines ... more pas- 
senger comforts attracted revenue 
paying passengers, and the motor 
coach became a fixed necessity in 
our transportation system. 

“During the past three years 
technological interest has been 
concentrated on improvements for 
rider comfort, convenience and 
safety. 

“The evolution of the slow mov- 
“truck-bus” into a modern 
high-speed passenger carrying 
motor coach has included so many 
fundamental engineering develop- 
ments to provide the degree of 
safety, speed, appearance and 
comfort required in the business 
of handling human freight, that 
today the modern coach in no 
way resembles the truck-bus from 
which it originated. 

“In 1922 only 18 cities de- 
pended exclusively upon motor 
coaches for transportation, while 
depended exclusively 


“By 1932... 10 years later, 300 
cities had gone ‘all bus’ and 447 
additional cities were enjoying 
the advantages of co-ordinated 
transportation ... rail and bus. 
Today there are over 536 cities 
with populations of over 10,000 
which are served exclusively by 
motor coaches. 

“The widespread use of motor 
|coaches is revealed by the roll 
call figures of General Motors 
Truck & Coach: 
Oprs. Classification 

3 Over 1,000 
15 Over 100 
26 50 to 99 
29 25 to 49 
84 10 to 24 
93 5to 9 
1 or more 


Coaches 
5,847 
3,372 
1,591 


608 


able front seat, two doors on the | Export and Canada 


right and one on the left, a 30-| 
inch adjustable rear window and 
an adjustable cab-scope. 


(Unclassified) 


GRAND TOTAL 


a TTS Ok ea a hr 


AEC 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 


It will confine itself to the upbuilding of the’ 


industry it is pledged to serve, wholly throuah 
the dissemination of NEWS which is timely, 
13TH YEAR authentic and of value.-—(ADN 6-10-1933) 
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Gradient Ability 
Fok the past three years there seems to have been con- 
siderable comment and agitation in certain quarters 


over the need for a universal regulation of trucks going up | 


hill. Claims are made that slow moving trucks on steep 
grades so exasperate passenger car drivers that they are 


excused from breaking the rule of the road and passing | 


these trucks in the down going traffic lane and thereby 
causing traffic hazards. 


We would like to ask the question, is it the truck or the 
road which causes the hazard? 


Recently the discussion over this question has been hit- 
ting the printed page and all of the criticism has been 
pointed at whether or no the already over regulated and 
over taxed truck shouldn’t be burdened with another hin- 
dering restriction in its national hauling job. 


In order to gather industry sentiment on this question 
we asked the manufacturers who make the trucks if they 
had ever made any expression on the need for an ability 
gradient rating. Directing executives of the companies 
who make over 83 per cent of the trucks licensed every 
year said, “No.” 


As an industry publication, therefore, we do not intend 
to enter into any controversy as to whether a truck going 
up a hill at five miles an hour or 20 miles an hour is the 


greater safety hazard on a two lane highway. Nor do we) 


wish to debate either the rate of speed or the amount of 
grade which might determine any gradient regulation. We 
do however wish to ask, why trucks? 


A truck operating upon a four-lane or super highway 


with from 18 to 40 feet width of paved road surface in | 


each traffic lane is no menace to traffic, regardless of the 
speed at which it operates. A truck hauling from Detroit 
to Chicago for instance on a two-lane highway with only 


each direction should not be penalized for the entire trip 
on its hauling ability when it does not hold up passenger 
car traffic on its lane. 


Let’s legislate against the roads that produce the traffic 
hazards. Let’s instead put the odium of traffic accidents 
right back on those states and sections of the country 
which have not kept their roads modernized and in step 
with the progress of the vehicles which use them. Let’s 
put the blame—and the cure—for the traffic hazards on 
those officials and their roads, where, in many cases, 
money that should have been invested in safe highways 
has instead been diverted to political grab bags and 
“general funds.” 


Why should 90 per cent of the trucking operations of 
the United States be penalized for gradient conditions 
which exist in but 10 per cent of the trucking routes? 


}and has been at Reo seven years. 


| of the Reo Sales Corp., sales sub- 
| sidiary of the Reo Motor Car Co., 
| will now devote his entire atten- 
|} tion 
| business. 
| were the largest in Reo’s 34 years 
|}of successful manufacturing his- 


| hand, with reports from every ex- | 





| sliderule figuring that only col- 
| lege graduates can master. 


| whether they are operating the 





Truckin’ 


(Continued from Page 1) 


truck ability slide tables, but a 
truck salesman’s training course 
that produces transportation en- 
gineers who can fit the proper 
truck into the job. Of course, Al 
carries the title of assistant sales 
manager, as well as the authority 
to wield the advertising maestro’s 
baton. He started with the old 
Republic Truck Co. back in 1914 


* * * 


ELIJAH G. POXSON, president 


extensive export 
in 1937 


to Reo’s 
Sales abroad 


tory. Orders and commitments on 
port market already indicate that | 
1938 sales volume will exceed | 
1937. Poxson is a veteran truck | 





executive and has personally 
visited many of the world’s mar- 
kets, many times, in his quarter- 
century experience as an automo- 
tive executive. 

ES ok * 

GOOD TRUCK SELLING in-| 
corporates the ability to analyze | 
truck operating costs and sug- 
gest a unit that will do the job| 
more efficiently at the same mile | 
cost or a lower cost of operation. 
This ability by many inex- 
perienced salesmen is thought to 
necessitate technical knowledge 
and be a mysterious process of | 


In 
actuality it is far from that. Any 
man with a common high school | 
education and a sprinkling of 
common sense can do just as good 
a job of cost finding as a tech- 
nical school pedagogue—especial- 
ly if he has the tools with which 
to work. 

OUT OF THE WEST came last 
week to my desk one of the 
simplest operating cost analysis 
forms and manuals which I have | 
ever had the pleasure of looking 
through. And to make it more 
interesting, it is a by-product of 
Bill Hughson’s five-place Ford 
dealership in San Francisco, one 
of the largest Ford truck em- 
poriums on the west coast. Of 
course, they keep Henry Ford 





| happy by selling a few cars when 


customers come _ shopping but 
trucks is the first love. Thirty 
years’ experience in truck selling 
is wrapped up in this manual and 
as a result embryonic truck 
peddlers can, with the form and 
the manual and the ability to 
ask questions, come fairly close 
to telling experienced truck men 


proper equipment or not. 
* * ” 


JUDGING FROM 1937 truck 
sales by tonnages, the manufac- 
turers either are making their 
half-ton models so good that they 
replace the -ton-and-a-half models 
in many lines of work or we 
didn’t get much truck selling on 
the part of a lot of dealers last 
year. I’ve got a sneaking sus- 
picion that the latter is more to 
blame, for when nearly one half 
of the total commercial vehicle 
registration is in the sizes under 
a ton, it certainly looks as if a 





: . 4 . +Y | whole lot of dealers took the line 
one long hill and that hill having two traffic lanes going in | 


of least resistance and let the 
customer buy on price, rather 
than endeavoring to find out 
what he needed and selling that 
size job. 
* of * 

FORTY-NINE PER CENT 
plus of last year’s total commer- 
cial vehicle registration was in 
the under-one-ton class. Sub- 
tracting the entire registration of 
those half-ton vehicles which 
were made by the passenger car 
companies, who make nothing 
larger, we still have a registra- 
tion of 46 per cent, or 3 per cent 
more half-tonners than ton-and- 
a-half jobs. Out of all the com- 
panies making both sizes, only 
three companies sold less half- 
tonners than ton-and-a-half 
trucks, which seems to indicate 


| that price was the basis upon 


hail 
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Catching ’Em on the Rise 





Letter Box 


Crying Needs 

Your letter of the 24th re- 
ceived and in my opinion one of 
the most crying needs as we 
find it, is for a lavatory wash 
basin that really looks like one 
and still will not take up so much 
room in a trailer. So far we have 
been forced to use small enameled 
bowls that resemble anything but 
a lavatory. 

I also notice how difficult it is 
to buy good looking curtain ma- 
terials. The Arabian cloth so 
commonly used has begun to be- 
come tiresome and it is a real 
job to find anything to replace it. 
Some nice crash material in 
pretty soft colors would be so 
much nicer than the monks cloth 
and Indian prints used so much 
today. 

Now for the big headache, the 
bed. If some smart bedding com- 
pany would recognize the possi- 
bilities for an honest-to-goodness 
bed in a trailer, one that would 
take little space during the day, 
but that would make an honest- 
to-goodness bed at night. You 
know, one where a hefty person 
like myself could sleep comfort- 





which thousands of the little fel- 
lows were sold. 
* a * 

WITH USED TRUCK sales 
steadily going up in proportion 
to new truck sales, right now the 
dealer has to sell nearly one 
and a half used trucks for every 
new one he peddles, the dealer 
has got to watch his trade-in buy- 
ing if he is going to continue to 
make his total fixed operating 
expense out of his truck depart- 
ment. I’m speaking now, of 
course, of the dealer who handles 
both cars and trucks. I’m given 
to understand that the dealer who 
sells a truck to every five cars 
and does a good job of it should 
make this his objective and that 
hundreds of dealers are doing it. 
When he adds his income from 
bodies and other equipment, the 
truck department shows _ real 
profits for the dealer who gives 
his truck business the attention it 
deserves. 


ably. While I am not condemning 
the Sang unit, it takes too much 
room all the time. 

Mrs. Harris is constantly crying 
for better windows and mould- 
ing. 

Hope this will help you, Mr. 
Weed. These things are to us 
very important.—B. H. HARRIS, 
Harris Caravan Coach Co., Elk- 


| hart, Ind. 


Car pet-Baggers 

There is no reason why the 
trailer industry won't come back 
and come back strong. Now that 
all the carpet-baggers, who so 
hysterically piled on its flashing 
bandwagon a year ago, have re- 
lieved it of their dead but blatant 
weight, the young industry is free 
to develop normally. Hypoed, 
harpied and over-exploited, it was 
little wonder that the trailer busi- 
ness should sag under the impact 
of the first recession that came 
along. 

Depression-born, it was getting 
along swell until every gaudy 
entrepreneur in the country de- 
cided to climb on. So now that 
the fair weather friends have 
gone their way, the real friends 
and builders of the trailer indus- 
try are left untroubled to con- 
tinue the development for which 
they alone were responsible. 

They'll aim at a nice, all- 
weather market with a slowly but 
steadily bettered product, junk all 
the false, screaming, sideshow 
technique that was brought in by 
the high-pressure boys, and really 
go places. 

No more shots in the arm. No 
more marihuana jags. The trailer 
industry is off the Dope Standard. 
—Trailer Dealer. 


Compliments 

Compliments on your proposed 
truck, trailer and bus section of 
Automotive Daily News. If it 
measures up to the standard set 
by ADN regular editions and 
other ventures, and I am sure 
that it will, the section will fill a 
gap that has already been empty 
too long. I suggest that emphasis 
be placed upon merchandising 
problems.—R.AY. 
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Output Also Sets Record; 
Small-Capacity. Units Guin 


(Continued from Page 1) 


istrations and production for the 
domestic market was less than 
60,000 units divided among some 
30,000 to 40,000 dealers. 

Much of the gain in registra- 
tions during the past year may 
be attributed to the sharp swing 
to smaller capacity units. Whether 
this reflects improvement in per- 
formance for this type of vehicle 
which makes it possible for them 
to replace the heavy type units, 
or whether this_ shift 


willing to sell on a price basis 
rather than performance, remains 
to be seen. Nevertheless, 
fact 
units of less than 1-ton capacity 
accounted for approximately 49 
per cent of the total sales during 
1937 as against 38.6 per cent in 
1936. 


Whatever the cause, there can | 


be no denying the fact that this 
lower capacity vehicle did cut 
seriously into the one to 1%-ton | 
class. Sales of the latter capacity | 
units during 1937 accounted for 
only 43 per cent of the total as 
against 52 per cent in 1936. In the 
heavier duty classifications there 
was little change in standing 
from year to year. 

All registration figures in this | 
report are based upon complete 
statistics for the first 11 months 
of the year, plus 35 states and the 
District of Columbia reporting for | 
December. These states in 1936 | 
accounted for approximately two- | 
thirds of the total for the month. | 
This year they show an aggre- | 
gate total of 19,832 units, which 
would indicate a total for the 


means | 
simply that dealers have been | 





it is a} 
that sales of commercial | 





month of 30,000 units if the same | 


Trucks Fight 
New Neb. Fuel 
Transport Law 





LINCOLN, Neb. That the new | 
gasoline transport regulatory act/| 
passed by the Nebraska uni- | 
cameral legislature is a violation | 
of the federal constitution; that 
it creates discrimination; that it} 
is a violation of the interstate | 
commerce act; that it violates the | 
state constitution are only a few} 
of the allegations brought before | 
District Judge John L. Polk by 
the attorneys for the plaintiffs in| 
the injunction action brought by 
a dozen gasoline transporters in 
an effort to have the new law de- 
clared unconstitutional. 

The law was to have gone into 
effect Jan. 1, but on Dec. 27, 
Judge Polk issued a temporary 
restraining order which was in 
effect until Jan. 26. 

Assistant Attorney General 
Vail, representing the _ state, 
pointed out that the law was in- 
tended to be a safety measure, 
and that its object was to reduce 
the number of highway accidents 
and fatalities. One provision pro- 
hibits motor transports from 
being on the highways on Sun- 
days, on the Fourth of July, or on 


Labor day, unless within 50 miles | 


of their destination. 


ATA Con vention 


Opens in Florida 


BRADENTON, Fla.— The an-| 


nual winter convention of the 
Automobile Tourists Assn. opened 
at the organization’s official win- 
ter headquarters, tropical Braden- 
ton Trailer Park, this week and 
will extend through Feb. 6. Ed- 
ward H. Jungclas, of Cincinnati, 
president of the Association, ex- 
pected an attendance of nearly 
2,000. 

Matters of policy to be dis- 
cussed include continuing the as- 





sociation’s efforts toward the 
elimination of all toll bridges. 


ratio was held in 1937 as in 1936. 

The total for the first 11 months 
of 1937 for all states was 586,422 
against 569,512 at the end of 11 
months in 1936. December sales 
in 1937, however, were down 
sharply from the previous year 
with the estimated total being 30,- 
000 against 42,172 in December, 
1936. 

Ford held the lead in the latest 
report which includes 36 states 





for December, with a margin of 
6,528 units above Chevrolet for | 
the year. The totals were Ford 
185,994 against Chevrolet 179,466. 


There seems little likelihood that | 


Chevrolet will overtake this lead 
when final reports are complete. 
International Harvester is 


remaining makes follow in order: 
Dodge 62,674; GMC 40,704; Plym- 
outh 13,488; Diamond-T 8,054; 
White 5,835; Mack 5,377; Stude- 
baker 5,038; Terraplane 4,761; 


Reo 4,166; Federal 2,308; Autocar | 
Indiana | 


2,139; Brockway 1,555; 
1,340; Stewart 1,135; Willys 1,020; 
Sterling 310, and 3,812 miscel- 
laneous. 





AUTOMOTIVE DEALERS: 


tisement reproduced below was carried in ten million copies of the Post, Life, Time, Collier’s, etc. 


in | 
third place with 75,079 and the | 


‘Car Carav aning 


Under U. S. Act 


(Continued from Page 1) 
as follows: ‘As commonly under- 
stood, one is transporting an ar- 
ticle when he is conveying it from 
one place to another. Transport- | 
ing includes towing.’ 


“The towing of one vehicle by 


| protestants 


contended that the 


| operations were those of a com- 


mon carrier. On that point, the 


examiner stated: 


“Where specified commodities 


| are transported in interstate com- 


|; merce 


for a few individual ship- 
pers only, and under special con- 
tracts, and there is no holding out 
| to serve the general public, a per- 
mit is the appropriate form of 


| authority for such pee: 


another was held to be the trans- | 


portation of such vehicle in Rail- 
road Company vs. U. 
740.” 

Although Caravans, Inc., held 
that it was a contract carrier, rail 


S., 282 U. S. | 
| dent 


Stucker Named 


MINOT, N.D. G. L. Stucker of 
Ellendale has been re-elected presi- 
of the Northwest Truck and 
Assn. at the annual conven- 
the fourth, held here. 


Bus 
tion, 


The FEMININE note was introduced in truck advertising to em- 
phasize STYLE in INTERNATIONAL TRUCKS when the adver- 
People wrote in about it from 


all over the country. The advertising back of International Trucks is a big factor in International dealer success. Investigate this 
Our near-by branch will give you full details. 


outstanding truck franchise. 


EXTRA SPECIAL, SERV MGR 


Drive Your Business Prestige Right to 
Her Door with 


THE Wew INTERNATIONALS 


Women are quick to appreciate the extras in 
everything. It’s the extra-smartness of your service and 
your delivery that wins their approval and their patronage. 

The new International Trucks offer the kind of 
eye-appeal that will create potential business in every 
neighborhood. Let these new trucks serve as traveling 
advertisements of your prestige and the prestige of the 


things you sell. 


Every type of load—every kind of hauling—can be 
exactly suited by these new Internationals. For there is 
a full line, end there is far more than styling below 
the surface. Engineering improvements throughout 
the mechanical product are advancing the International 
reputation in the hands of thousands of new owners. 

The distinctive new International Trucks range in size 
from the }4-ton to 1-ton light-delivery units up to power- 
ful six-wheelers. See these trucks now at the nearest 
International branch or dealer showroom. The right 
chassis and the right body for every business. 


INTERNATIONAL HARVESTER COMPANY 


180 No. Michigan Ave. 


(INCORPORATED) 


Chicago, IHinois 


international light-delivery trucks, 24-ton to 1-ton, 


three wheelbase 


13,125, and. 130-in. 
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Mack Starts Production on Two New Models 


o— 


Lighter, Low-Price Trucks | 
Embody New Streamlining 


LONG ISLAND CITY.—Lighter 
in capacity and lower in price 
than any Mack trucks so far 
produced, two new models, the 


EE and the EF, rated at 12,000| 


and 14,000 pounds gross respec- 
tively, have just gone into pro- 


duction, according to announce- 


ment from Mack Trucks, Inc. 

In these new models Mack has 
incorporated a new and refined 
type of streamlined styling. 


Smoothly streamlined cabs char- | 


acterize both these models. Carry- 
ing out the same smooth 
embodied in 
and louvres, 
greatly help 


monious blending of lines through- 
out. Fitted with safety glass, the 
cabs are of all-metal construction 
and are equipped with domelight 
and an indirectly lighted instru- 
ment board. 

Interiors are also equipped with 


N. J. Truck Case 
Decision Is Set 
For February 21 


(Continued from Page 1) 
July 1, removed from exemption 
the district west of the Hacken- 
sack river and Newark bay. 

Charles Fagg, speaking before 
the triumvirate for the Newark 
Chamber of Commerce, said “un 
hampered transportation” be- 
tween New York and Newark 
had been a major factor in in- 
ducing industry to come _ to 
Newark. 

Chairman Frank C. Ferguson 
of the Port Authority, asserted, 
“The decision runs counter to 
congressional enactment designed 
to unify the districts from the 
customs standpoint.” 

Enforcement of the decree 
would “impose stringent regula- 
tions and penalties of the motor 
carrier act on operators who are 
clearly exempt under the statute,” 
according to Wilbur Laroe, 
counsel for the Port Authority. 

Perth Amboy is “absolutely 
knitted to the New York zone,” 
said Mayor Edward J. Patten of 
that city. He predicted that 
“within a 10-year period we won't 
have a single local truckman 
left.” 

Bernard F. Flynn, attorney con- 
nected with the Metropolitan Mo- 
tor Carriers Conference, Inc., 
stated when interrogated in his 
Newark offices, “Confining of 
exemptions to as small an area as 
possible is of paramount im- 
portance to the industry. If the 
Interstate Commerce Commission 
loses out in this litigation, truck- 
ers will have suffered a blow the 
import of which they do not yet 
realize. Any zones set up by 
agencies other than the commis- 
sion will be in effect no zones at 
all.” . 


lines | 
the radiator grilles | 
these deluxe cabs | 
to create a har-| 


| drop-forged, heat-treated carbon 





the same quality seat cushions 
and backs found in the more ex- 
pensive Mack trucks, and also| 
included is a windshield wiper | 
and a rear view mirror. Both the | 
models EE and EF have a gaso- | 
line tank of 21-gallon capacity 
mounted under the cab seat. 


Fenders of the new trucks are} 
well rounded. Of one-piece steel, 
they are shrouded with a center- 
line crease and have a full-flaired 
rear. Valleys between the fenders 
and the hood are high. Radiator 
grilles are V’d and sloping, and 
the louvres run horizontally with 
the hood thereby carrying out the 
smooth-flowing lines. Chromium 
plating is widely used on the new 
models. 

The model EE is powered by a 
six-cylinder engine with 3%x4% 
inch bore and stroke developing 
75 h.p. at 2,800 r.p.m. Total piston 
displacement is 253 cu. in. The 
model EF has a 35%x4% inch 
power plant which develops 78 
h.p. at 2,800 r.p.m. and has a pis- 
ton displacement of 271 cu. in. 
The fully counterbalanced crank- 
shafts of both these new models 
have seven bearings and are of 


steel. Cylinders are cast in block 
with detachable one-piece steel 
head and cylinder blocks are of | 
chrome nickel. Both models are 
of L-head arrangement with ex- 
haust valve seat inserts. 


The drive on both the models 
EE and EF is from a dry single 
plate clutch through a four-speed, 
selective, unit-with-engine trans- 
mission, a five-speed transmission | 
direct in fifth being available at 
slight extra cost. Final drive on 
both models is of the single re- 
duction type. The EE has two 
available ratios 5.14 or 5.66, the 
EF having three ratios of 4.85, 
5.83 or 6.80. The model EF also 
has a double reduction axle avail- 
able at slight extra charge. All 
rear axles are full-floating em- 
ploying Hotchkiss drive. 


The four-wheel foot brakes of 
both models are of the internal 
hydraulic type, total braking area 
on the model EE being 355 sq. in.; 
on the EF 384 sq. in. Brakes on 
the model EF are vacuum booster 
actuated. 

Both models have chassis frames 
of pressed carbon steel with side 
members 715/16 inches deep, 7/32 
inches thick and a _ three-inch 
flange. Cross members are five in 
number, three being of the box 
girder type. 

Springs on both the model EE 
and EF are 42x2% inches in front, 
51x2% inches in the rear and 
helpers are 34%4x2% inches. An 
exclusive feature of the spring 
suspension on these models is the 
use of Mack rubber shock insula- 
tors at all spring ends. 





To feel the pulse of the industry, 
consistent reading of Automotive 
Daily News is a necessity. 


HOOF HAS IT!! 


Thousands of body builders, painters and trim- 
mers all over the country depend on C. M. Hoof 
Company for all their needs. Quick service— 
Thirty years experience—Quality products—and 
Dependability combine to make them try Hoof 


first for all 


TRUCK, BUS & TRAILER 


HARDWARE - - - TRIMMINGS 
FABRICS - LACQUERS - TOOLS 


C. M. HOOF COMPANY 


1736 $. MICHIGAN AVE. - 


CHICAGO, ILLINOIS 


PHONE VICTORY 8070 





MODERNISTIC TREND IS SHOWN in this new Mack model EE 
truck. Newly introduced, the model is rated at 12,000 pounds gross. 





Diesels Held Not Ready 
For Lighter-Duty Market 


By R. W. Crowly 

DETROIT. — Production of a 
diesel motor’ by General Motors 
has not yet opened up any new 
outlook in small or medium work 
vehicles, like trucks, buses and 
tractors. The new production is 
confined to a motor; of a diesel 
vehicle introduced into the lines 
sold by GM there has been no an- 
nouncement. 

When there is profit to be made 


|in the operation of a diesel pick- 


up or delivery truck it is certain 
the Chevrolet commercial line 
will be expanded by just such a 
model. 

The line of GM diesel motors 
does not include any models for 
the conversion of small trucks or 


White Announces 
Three Additions 
To Truck Line 


CLEVELAN D.—Three new 
units, a light duty cab-over-engine 
truck, a conventional type truck 
and a light heavy-duty tractor, 
have been announced by the 
White Motor Co. 

The cab-over-engine model, 802, 
features exceptional engine acces- 
sibility, economy of operation, 
and maneuverability. It was de- 
signed for service in city opera- 
tions where moderately heavy 
loads are carried over relatively 
short distances. 

Rated in the 4%-8 ton field and 
with a standard wheelbase of 
136 inches, optional wheelbases up 
to 226 inches, the White Model 
750 is powered by a new White 
six-cylinder engine of 362 cubic 
inch displacement with a _ bore 
and stroke of 3%x5%. The 116 
horsepower engine develops 280 
lbs. ft. torque at 1200 r.p.m. 

The White Model 750T tractor 
is a sturdy unit built for high- 
powered heavy-duty tractor work, 
has the same engine and trans- 
mission as the Model 750 truck. 


Marmon Moves 
Into New Plant 


INDIANAPOLIS. — Without in- 
terruption of operations, the Mar- 
mon - Herrington Co., Inc., has 
completed moving into its new 
plant, which was purchased from 
Duesenberg, Inc., in October. All 
of the buildings were completely 
modernized and the office build- 
ing re-decorated. 

The new Marmon-Herrington 
property is located at the junction 
of the Big Four and Belt rail- 
roads on U. S. Route 40 and in- 
cludes two large brick and struc- 
tural steel factory buildings and 
a modern two-story, fireproof of- 
fice building. The firm’s assembly 
line occupies one of the factory 
structures and its machine shops 
and experimental laboratories the 
other. 


buses from gas fuel to oil fuel. 
These motors turn at a maximum 
of 2,000 r.p.m. and are competitive 
only with the gas motors of com- 
paratively moderate speed used 
in such service as heavy haulage 
over long distances with few 
stops. 

The fact is that the automobile 
engine develops its 85 h.p. or 125 
h.p. satisfactorily for passenger 
cars only because it does not have 
to deliver that power continuously. 
The 15-ton truck-and-trailer unit 
has little more rated power—per- 
haps 165 h.p.—but to keep rolling 
at 45 miles an hour for hour after 


hour and pulling every last horse- | 


power over the grades demands a 
more rugged engine, a sort of. a 
percheron motor instead of a fast 
trotter. 

That’s the type of engine the 


new GM diesel is. If your 15-ton| 


load rolls four miles along the 
flat on a gallon of gas and you 
can extend that figure to perhaps 
6% miles with a gallon of furnace 
oil you can save, let us say, not 
far short of a dollar an hour in 
fuel, with prices of gas and oil 
averaging what they do in most 
of the states where heavy truck- 
ing is important. 

That’s a round figure. It is 
handy for driving home the im- 
portance of load and time in se- 
curing big savings in the trans- 
portation business. But it cannot 
be adopted as a universal stan- 
dard. 

A dollar an hour saved in fuel 
would amount to $18 or $20 in the 
working day on a long haul. It 
would soon pay for a new diesel 
motor replacing the original gas 
engine and thereafter it would be 
profit. 

Coming down the scale, reduc- 
ing your load and decreasing your 
haul, the savings diminish accord- 
ingly, vanishing altogether before 
the %-ton load which rolls per- 
haps 50 miles a day. 

Likely enough the operation 
that will first bring the diesel mo- 
tor to the consciousness of the 
public will be in the interurban 
passenger transportation. The big 
passenger coach is a heavy and 
powerful vehicle, operated at a 
pretty high sustained power in 
order to keep up to a fast sched- 
ule. 

The new GM diesels fit well in- 
to the engine spaces of passenger 
coaches, front or rear, and it may 
well be in the cards that Yellow 
Coach & Cab may introduce a 
diesel-engined coach before any 
of the other GM divisions bring 
out a diesel vehicle. 


In the coach the oil engine gives 
the added advantage of practically 
abolishing the fire hazard, thus 
furnishing a competitive passen- 
ger appeal of no mean force. 


Show Dates Set 


CHICAGO.—One-third of the 
space at the Chicago National Boat 
and Sports Show, to be held at the 
Navy Pier, Feb. 27 to March 6, will 
be devoted to trailers, according to 
Hub Ericson, manager of the show. 
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31 States Deal 
Signal Device on 
Trailer Coaches 


WASHINGTON.— Thirty-one 
states demand that coach trailers 


| have signaling devices this year, 


according to a compilation of 
laws governing their ownership in 
House Trailers, a booklet recently 
issued in a revised edition by the 
National Highway Users’ Confer- 


}; ence. 


In addition to the signaling 
device requirement, which is new 
to coach trailer operation this 
year, 14 states demand that coach 
trailers be equipped with safety 
chains, eight states demand safety 
glass and two states insist on fire 
extinguishers in the mobile home. 


Twenty-two states demand 
brakes on the trailer and nine 
additional states demand that the 
brakes on the towing car or the 
combination be adequate to stop 
both vehicles in the required dis- 
tance which the state demands 
that the car alone shall stop in. 


Arkansas is the only state de- 
manding brakes on as low a ca- 
pacity as 750 pounds, three states, 
New York, North Carolina and 
Pennsylvania, demand brakes on 
1,000-pound vehicles and six other 
states demand brakes on trailers 
of 1,500 pounds or more. 


The only two states to legislate 
against trailer widths of less than 
96 inches are Florida with 84 
inches and South Carolina with 
90 inches. 

One state, Kentucky, allows a 
car-trailer combination length of 
only 30 feet and two, South Caro- 
lina and Tennessee, hold combi- 
nation lengths down to 35 feet. 
Ten states demand that the com- 
bination length be not to exceed 
40 feet. 


New Cost Manual 
Offered Truckers 


SAN FRANCISCO. — Published 
for the convenience of the truck 
and truck equipment salesmen 
who sell their products upon an 
engineered transportation basis 
where cost of operation is esti- 
mated for the buyer, a new cost 
finding manual is offered here by 
the Motor Mileage Manual Co., 
1499 Market Street. 

The Motor Mileage Manual, a 
small leather covered pocket size 
book contains tables covering 
gasoline or diesel oil cost per 
mile based on miles per gallon 
and price of fuel at the trucking 
point, motor oil cost per mile, 
lubrication, tires, maintenance, 
operators’ wages, depreciation in- 
surance, interest, license and 
taxes and storage. 

In addition to these _ tables 
which enable the salesman 
quickly to determine cost of truck 
operation, are other tables giving 
weights and measures of hun- 
dreds of commonly trucked items, 
road resistance tables truck tire 
data and load distribution and 
performance data. 

With the manual comes cost 
analysis sheets which enable the 
salesman to present his prospect 
with a cost analysis extended to 
cost per ton mile, per package, 
per stop or per passenger mile if 
the vehicle is a bus. 


New Truck Body 


Offered by Highland 


CINCINNATI. — The Highland 
Body Mfg. Co. a part of The 
Trailer Company of America, an- 
nounces a new truck body for 
which unusual claims as to con- 
struction and price are made. 

The new body is a factory-fab- 
ricated product, built in sections, 
ready for finished assembly and 
mounting on the truck at the 
factory or for shipment, knocked 
down and crated. 
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Analysis of Buyers’ Needs Held Truck Sales Key 
Malt & Fubi Leys Sees (eee allen 


On Service to Truckers'|| 


By Bethune Jones 
Staff Correspondent, ADN 

MOUNTAINSIDE, N. J. — “Su- 
per Truck Service” is the secret 
of the rapid growth of Hall & 
Fuhs, Inc., White and Indiana 
truck dealers, Mountainside, N. J., 
Frederick P. Hall, president, de- 
clared to ADN. “Location and or- 
ganization,” he said, “enable us to 
serve our customers at all times. 
Our sales approach and efforts 
to accommodate buyers are con- 
ducted with the idea of service 
first. Sales increase for 1937 of 
more than 20 per cent as com- 
pared to 1936 justified a policy of 
making friends of customers. 

“With six large counties as our 
territory,” Hall continued, “we 
are strategically located on one of 
the two principal interstate ar- 
teries across New Jersey, and 
within a mile of the other. Nearly 
all truckmen in the district use 


one or both of the thoroughfares | 


daily. 
Opinions Rendered 

“Constant attention to the need 
of the truckman, careful analysis 
of his particular requirements, 
and an honestly rendered opinion 
on his actual trucking problems, 
have well demonstrated their 


worth over the six-year period we | 


have had the agency here. We 
take the stand that we are part- 


ners in business with the owner | 


or operator. If he buys the cor- 


rect equipment, he is better able | 


to meet his responsibilities and 


more certain of success. Success | 


for him means a steady customer 
for us. I recall 
rock quarrying company which 


had about $80,000 worth of what | 
we considered unsatisfactory units. | 
We studied their difficulties care- | 
fully, and after much experiment | 
suggested certain changes which | 
effected them a saving of 30 per| 


cent in operation costs. Any live 
firm appreciates a service of this 
type, and responds gratifyingly. 


“Our sales method is ambitious, | 


but distinctly not of the high pres- 


sure variety. For instance, when | 


a driver pulls in with a three-ton 


chassis and a five-ton trailer and | 


says he wants to order another 
one, we do not simply show him 
what we have in that line, even 
though we may have made the pre- 
vious sale. We first estimate with 
him how much he spends for op- 
erating costs and repairs, what 
sort of load he hauls, what length 
hauls he averages, speeds neces- 
sary to be maintained, etc. Then 
we are ready to discuss purchase 
of another truck with him. After 
he makes the purchase, we keep 
in touch with him, so that we 
have even more to guide ourselves 
by in the future. In other words, 
experience has shown that many 
truckmen spend money unneces- 


sarily; it is our job to give them) 


the most their money can buy. 


Creates an Incentive 


“Including Paul J. Fuhs, secre- 
tary and treasurer of the com- 
pany, we have five salesmen, all 
with years of experience. These 
five produced considerably more 
than $250,000 business in 1937. 
None of us is limited in any way 
as to activity. Every salesman has 
the training and equipment to sell 
a $1,500 or $10,000 outfit with equal 
facility. This permits greater flex- 
ibility and an incentive to make 
sales. 

“Our truck and trailer sales in- 
creased 50 per cent in the last 
year. The trend toward motor 
haulage of every description ac- 
counts for this. Trucks are being 
built with more power, and trail- 
ers with greater compactness and 
strength, giving shippers better 
and more regular service. 

“A large percentage of our busi- 
ness comprises sale of cab and 
chassis. In trucks of our price 
range there is a great demand for 
specialization, such as tank bodies, 
refrigerators, buses and trailers 





in particular a/| 








‘| of. different specifications. We get | 
a great deal of the special body- 
building orders, but not nearly so 
much as we should like. Equip- 
ment dealers of this area are will- | 
ing to sell direct to the truckmen. 
This is unfair, but in many in- 
stances largely traceable to the 
tactics of the truck dealer him- 
self. In many cases, especially in 
the tank body field, dealers them- 
selves grant concessions on spe- 
cial equipment which remove all | 
profit from handling tnem. Al-| 
though any individual efforts to 
combat this evil would be futile, 
better co-operation on the part of 
all dealers might virtually do 
away with it. 

“A peculiar situation ‘has lately 
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SHOWING CONSUMERS 


HOW TO CUT trucking cost 
boosted truck sales sharply at Hall & Fuhs, Inc., 


has 
Mountainside, N. J. 


Aiding customers such as the quarry concern shown not only wins 


sales but permanent clients. 

arisen regarding trade-ins. Until 
recently models of ancient vintage 
were the rule rather than the ex- 


ception. Lately, however, the situ- | 


over-the-road haulers by 
speeding up freight schedules, 
trucks have had to be fast above 
all else, with slight regard to 


ation has changed, and we get a| durability or adaptability. 


preponderance of the more inex- 
pensive trucks, built within the 
last year or two. Since railroads 
have responded to the challenge 


“Thoroughness in the used truck | 
Each | 
truck after being turned in is re- | 
| checked and reinspected carefully 


department is_ essential. 


| clearly 


| by experts to determine its fate. 


Late models are overhauled, re- 
conditioned, fenders straightened, 
painted where necessary, and 


| emerge as practically new trucks. 


Others, with plenty of life and 
pep still under the hood, but 
showing signs of a long 
and useful career, are refurbished 
by replacement of wornout or 
broken parts, replacement of bad 
rubber, a general cleaning up and 
going-over, then put on the lot. 
No truck offered by us for resale 
has any mechanical flaws that can 
be detected. Any that have served 
a period of usefulness or are too 
badly damaged to warrant repair- 
ing are sold for junk. No used 
truck lot is beautified by a lot of 
machines that should be in the 
graveyard.” 


Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 


GROW WITH FEDERAL In 1938 


ee) ee ee 


43 models, % to 10-ton... 


4 an? 6-wheelers. 


EDERAL is on its way! Its strikingly attractive new line 

—"the handsomest trucks on the road’"— backed by the 
most vigorous merchandising and advertising program 
in Federal history, promises an unprecedented sales 
increase in 1938. The top twenty-two Federal salesmen in 
the country averaged $57,000 worth of sales apiece in 
1937. After seeing the 1938 line, each one volunteered 
to reach for $100,000 worth this year. 


Federal’s revolutionary new merchandising plan is star- 
tling the industry. Capitalizing on the famous Federal 


policy of 


“fitting the truck to the job”, 


this TRUCK 


REQUIREMENT ANALYSIS plan is creating scores of 
qualified prospects for Federal dealers every day. It 
marks a new high point for coordinated advertising, sales 


promotion and dealers’ sales efforts. 


With reduced prices on several popular models and addi- 

‘tional reductions on special equipment, Federal dealers 
occupy a more favorable competitive position than ever. 
The inherent sales appeal of the line, plus Federal’s 
cooperative sales policies, assure every Federal dealer 
an unusual opportunity for profit in 1938. Now is the time 
to get into the truck business and make money with 
Federal. Write or wire K. M. Schaefer, General Sales 
Manager, for Federal franchise facts. 


Federal Motor Truck Company, 5877 Federal Ave., Detroit, Michigan 


LEADERS IN COMMERCIAL TRANSPORTATION FOR 27 YEARS 





STATES 


Alabama 
Arizona 
Arkansas 
California 


Colorado 
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New Commercial Car Registrations, All States for November, 1937-1936 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List ('o., and Metropolitan New York area which are compiled by Sherlock & Arnold 
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(Continued f 
efficient use of our highway plant 
* * * there are four possible lines 
of attack—we may reduce gradi- 
ents, we may separate fast and 
slow ‘traffic either by multi-lane 
construction, or by building two 
separate and distinct routes; we 
may hold power plants at their 
present level and reduce legal 
loads; we may retain present load 
restrictions and increase engine 
power.” 

Professor Thompson goes on to 
state that “obviously none of 
these solutions will be adopted to 
the exclusion of the others” but it 
is evident that from the balance 
of his paper and from the agita- 
tion that is being given the pro- 
motion of another legal restric- 
tion upon the economic operation 
of motor trucks in many direc- 
tions that the major thinking of 
certain interests is toward 
hobbling the cargo hauling ability 
of the truck nationally to elimi- 
nate hazards that occur in but a 


small percentage of the trucking | 


routes. 
Data Is Lacking 


Taking a cue from the paper | 
read at the road builders’ conven- | 


tion by C. H. Purcell, president 
of the American Assn. of State 
Highway Officials who in speak- 
ing about the expenditures which 
would be required to eliminate 
cause of all accidents by physical 
means alone unless the public is 
made aware of the real causes for 
road hazards said: “* * * This 
lack of definite information may 
easily fall a prey to organized 
self-interest intent upon the pro- 
motion of unwarranted projects.” 

Too great an emphasis upon the 
hazard of slow moving vehicles 
upon narrow two-lane highways | 
in hilly country and not enough | 
emphasis upon the need for mod- | 
ernization of our highway plan- 
ning and construction to carry | 
the licensed traffic they now bear 
may also in Purcell’s words “be- | 
come a ‘racket.’” He adds, “Many 
of our two-lane roads which may | 
conform to sufficiently high| 
standards in alignment and grade 
and even type of surface are still | 
inadequate to safely meet the de- 
mands of modern traffic because 
of narrow pavement width. * * * 
the two-lane road has very defi- | 
nite limits which have long since | 
been passed in many metropolitan | 
areas and between many impor- 
tant cities. Traffic volume in a 
number of localities has already 
reached or is rapidly approaching 
proportions which clearly demand | 
multiple lane highway facilities. 
* * * there must be lanes for the 
accommodation of both fast- and 
slow-moving vehicles.” 

Urges Education 

Speaking on “Better Highways 
—Fewer Accidents,” Harold F. 
Hammond, director traffic divis- 
ion, the national conservation 
bureau, before the road builders 
on Jan. 19, emphasized that the 
builders and commissioners make 
the public acquainted with the 
great need for safer highways 
and the need for a national mod- 
ernization campaign. He said, 
“I firmly believe that you gentle- | 





men are today in the same posi- 
tion of leadership and control in 
the street and highway safety 
movement as were the industrial- 
ists (who had reduced accidents 
up to 90 per cent through better 
engineering) in their field 30 
years ago. And you probably are 
the victims of the same bad pub- 
licity and public misunderstand- 
ing. Unless you do something 
about it quick, traffic and traffic 
accidents will become a modern 
Frankenstein to overwhelm us all. 
For zealots, professional reform- 
ers and emotionally directed in- 
dividuals will take the job out of 
your hands and out of ours and 
substitute for the positive meth- 
ods we have within our grasp, the 
negative methods of legal re- 
striction, prohibition and punish- 
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Highway System Denounced as Unsafe 


orts Protest | 
S. Road Aid 


rom Page 1) |of automotive merchandising, on 
ment that are unwelcome to all | | which the potential growth and 
of us either as citizens or profes- : S profit possibilities are just begin- 
sional men. If they do it, gentle- s oN | ning to be fully appreciated by 
men, using their methods they . 4 | distributing organizations, is the 
will set American transportation : @ | bus body market, which in the 
back at least a generation, if not last two or three years, has been 
more. | expanding at its fastest rate. 
Hammond's plea for better en- This opinion was voiced by 
gineered roads to carry their | H. D. Sparks, general sales man- 


present traffic should be receptive ; y : | ager of Rex-Watson Corp., in an- 
to every truck operator and ALL-WELDED CONSTRUCTION and inter-tie of various struc- ; 


| nouncing a change of sales policy 
builder. His talk di q| tural members increase the safety factors of this new school bus | ‘ 
aanie oe the eendteee ae | built by Rex-Watson Corp., of Canastota, N. Y. The chassis is made | Wich will establish in about 50 


| : 

strategic points outlets for in- 

traffic hazards. by Truckstell. ‘creased bus body production 
Colonel Chevalier after de- | 


; ; through regularly established 
nouncing the President's sugges- | is obsolete, inadequate and | automotive distributing channels. 
tion that the federal highway in- | This obsolescence of! Previously, sales had been han- 


Rex. Watson ‘Sets 
New Sales Policy 


CANASTOTA, N. Y. A phase 


economies as “a distinct menace” | day 
went on to say “in every state a| hazardous. 


vestment was the first place to| large mileage of the main routes, | the heavily traveled highways has | dled by direct contact of factory 
| men or district managers. 


ii 


seek his first budget balancing] built from 10 to 20 years ago, to- | 
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Economy 


@ Study that power curve! It tells the story of the kind of performance 
and economy White’s new engine delivers in the new White Heavy 
Duty Models 750 (truck) and 750 T (tractor). 


Study the features listed below! No engine today is truly modern 
unless it has these features—and only White's new engine has them a/l. 


Torque Lb. Ft. 


The new Whites are without doubt the most saleable heavy-duty 
units on the market today for operators who want maximum per- 
formance and the ability to handle maximum pay-loads with mini- 
mum chassis weight. 











Rated in the 414-8 ton field; standard wheelbase 136”; optional wheel- 
bases up to 226”; available either as a truck or tractor, with either a 
single or double reduction full-floating rear axle. Rear springs on 
the tractor are of slipper type, 50”x 342”. 





Brake Horse Power 


For greater economy, power, performance—see this new White Heavy 
Duty at your White Branch or dealer or write 





th eee e FESS 


1200 1600 2000 2400 


Fuel Lbs./B.H.P. Hr. 


THE WHITE MOTOR COMPANY 
Cleveland 


800 2600 3200 


Engine Speed R.P.M. 


of engine and eliminate need for 
periodic adjustments. 

8 Graduated intake manifolding per- 
mits exactly the same amount of 
gas to reach each cylinder. “Stream- 
lined” exhaust manifolding elimi- 
nates obstructions and permits 
instantaneous discharge. These 
features greatly increase gasoline 
mileage and insure better engine 
performance. 

Full pressure lubrication to all 
bearings, timing gears and piston 
pins. 


WHAT THE NEW WHITE 
ENGINE HAS AND DOES.. 


16 cylinders; 362 cu. in. camece 
ment; bore and stroke 37 x 5's 
116 h. p. develops 280 Ibs. torque 
at 1200 r. p. m. 

L-head type with removable head. 
Heat treated, counterweighted 7- 
bearing steel crankshaft. All bear- 
ing surfaces Tocco hardened. 
Vibration dampener eliminates all 
torsional vibration. 


TRUCKS 


Unique engine block design pro- 
vides special cooling system around 
valve seats and guides, materially 
lengthening periods between valve 
grindings. 

7 Self adjusting hydraulic zero-lash 
valve lifters allow valves to stay 
on seat longer and open faster . 
retain adjustment throughout life 
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Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 
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"36 | 5) _—«16| 1955 15| 635] 4, 1675| 244) 3} 864) 80), 19 56) 23 11| 31 1 12 5104 
Maryland 374 0| 84 924 #25) 1932| | 31/ 796) 105! 143] 33 65,115 1, 5if 7340 
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New Jersey "37 485 2006! +102) 4712) 1164, 114) 1871; 452) 555) 112) 115) 122) 318) | 183 17320 
36 37 5 52, 342| 2480| 156) 4434) — 757| 87| 1652; 294) 2} 106! t 136) 45| 323] 1} 194 15534 
New Mexico 371 l 57, 365) 2) 1404! 471) 2) «592! 27; ~—-:193! 15) 24/ 38) 42) J / 6I 4849 
36 | 39! 50| 389) | 1170} 141] 5| 561! 5 12| 22} 2} 33} 15] 17 2] 4159 
NewYork ‘371 ' 926) 4433' 189| 10221| 3661) 358) 4412) 1251; 793) 281) 275. +168! 891/ 17) 502 39944 
36] 285 ‘ 9186 956! 5659! 184! 10162| 2129! 260/ 4010) 76} 140) ~~ 316! 48: 289) 6| 724] 35| 469 37031 





Kansas 











Maine 









































on 
SN) 





wal S 8-1) 


104) 20) 32! 46) 11) | 7 5938 


30! 30) 8} 24/ 15] 8 | __ 6699 
31) 5) 34! 16| 7 18 1139 











un 






































North Carolina "37 | 48} 1295! 21) 4971{ 727; 30! 1779| 103| 360) 61 22; 73S‘ 77/ 2) 56] = 14539 
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become a major factor in the toll 
of highway fatalities.” 

If the bureau of public roads 
and the ICC continue to think in 
terms of adding a heavy cost of 
operation regulation upon the al- 
ready too heavily burdened truck 
as indicated by Professor Thomp- 
son’s paper the following extracts 
from the formal protest and plea 
of the American Road Builders’ 
Assn. passed in meeting on Jan. 
20 should offer the industry a 
sympathetic basis for a protest of 
their own. This protest stated, in 
part, “* * * Whereas this high- 
way industry together with allied 
industries making up the highway 
transportation industry, provides 
work for every seventh person 
gainfully employed in the United 
States and * * * Whereas the fed- 
eral and state planning surveys 
show that the highway systems 
are woefully inadequate for the 
constantly increasing car owner- 
ship and usage and * * * in every 
state large mileages of the main 
arteries which carry upwards of 
two-thirds of the total traffic are 
still incomplete and even greater 


AFL May Appeal 
ICC’s Maximum 
Trucking Hours 


WASHINGTON.—Organized la- 
bor can appeal the recent de- 
cision of Division 5, interstate 
commerce commission, fixing 
maximum working hours for 
truck drivers at 15 daily and 60 
weekly, if it so desires. 

So stated Commissioner Joseph 
B. Eastman in reply to criticism 
of the hours ruling leveled at the 
ICC by William Green, president, 
AFL. 

Calling attention to the fact 
that the order was that of Di- 
vision 5, and does not become ef- 
fective until June 1, Commis- 
sioner Eastman said that any 
interested party could appeal the 
decision for further ruling. 

“There is ample opportunity” 
for an appeal, he said. 

Regretting that Green did not 
approve the decision, Commis- 
sioner Eastman said he “con- 
sidered carefully” labor’s argu- 
ments at the hearings, “but came 
to the conclusion that the report 
went as far as we were justified 
in going at this time.” 





Big Trailer Park 
Set for Florida 


MIAMI BEACH, Fla.—Ocean- 
Bay Park, a trailer camp costing 
$1,750,000, is scheduled to open in 
the near future. 

Sponsors of the project said 
the camp will have private baths 
on every parking lot and that 
everyone will be served by under- 
ground electrical facilities and 
telephone connections through a 
main switchboard. 

The operators, it is understood, 
are planning to build a cabana 
club, docks to accommodate 50 
yachts, a dining casino to be 
operated by a Rhode Island cater- 
ng firm, various shops and courts 
for tennis, squash, handball and 
volleyball. 


Gilbert Will Manage 
White Chicago Branch 


CHICAGO. — Len Gilbert has 
been appointed branch manager 
of the White Motor Co.’s Chicago 
branch. 

In 1926 Gilbert enrolled in an 
apprenticeship course at the 
White factory, completing which 
he entered the Chicago branch 
sales department and in 1928 was 
made assistant branch manager. 
He was made Chicago sales man- 
ager in 1935. 





mileages in every state are obso- 
lete, unsafe and in need of re- 
construction and 

“Whereas the deaths, personal 
injuries and economic loss by 
property damage on the highways 
has been steadily mounting, and 
because it is now possible, through 
experience and research to en- 
gineer safety into our highways 
in new construction as well as to 
make present highways _ safe 
through remodeling and _ recon- 
struction, a program entirely de- 
pendent on the provision of ade- 
quate funds and 

“Whereas the federal govern- 
ment has already collected from 


“|New York Orders 


,| Linderman Brakes 
DETROIT — To increase safety 


the people who use the highways 


$194,000,000 more than the federal 
government has expended for 
federal aid highway improve- 
ments, and while 


need for national economy, the 
fact still remains that even with 


the continuance of federal aid on | 


the present basis the federal 
treasury would still show a profit 
of upwards of $150,000,000 an- 
nually from the diversion of mo- 
torists’ taxes and 

“Whereas the federal govern- 
ment is now proposing to further 
divert money from highway reve- 
nues, which it has penalized states 
for doing and * * * 

“Now therefore be it resolved 
that this convention go on record 
as urging the congress of the 
United States to continue federal 
aid authorizations on at least the 
present level as authorized under 
the Hayden Cartwright Act * * *.” 


Dec! 


of operation and materially reduce | 


maintenance cost of vehicles, new 


-|trucks ordered by the department | 


of purchases, city of New York, are 
being delivered equipped with Lin- 
derman brakes, following accept 
.|ance of bids from leading truck 
manufacturers showing Linderman 


brakes as optional equipment ac: | 


cording to city specifications, 


—— eres 


| og 
td 


U 


Ly MDE RMA 
Dewees, 
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C\APHRAGM 
PRESSURE 
APPARATUS 


Room @ 


Department of Purchase, 
City of New York, 
Municipal Building, 
New York City. 


4-14 @ROAOWAY 


MEW YORK CiTY 


Jan. 13, 1938. 


Att. of Mr. E.A. Workman 


Gentlemen: - 


Under our policy Linderman brake equipment 


on new vehicles purchased 
no increase in cost. Our 


by you should involve 
charge to Automotive 


Companies for installation on new vehicles is worked 
out from this standpoint in spite of the fact that 
where we engineer brake sizes to provide adequate 


gross load ratios, 
life. 


B.A. 


we guarantee double the lining 


ZEA 
L 


yours, 


PRESIDENT. 


“A drum full of Lining—and the same 


pressure under every square 


LINDERMAN DEVICES, 


149 Broadway, NEW YORK, N. Y 
Factories at Newburgh, N. Y. 


and Woodstock, 


inch” 


INC. 


the highway | 
industry is in sympathy with the | 





NEW HOIST, designed to per- 
mit a lower mounting on the 
chassis frame, is announced by 
the Anthony Co., Inc. The new 
hoist incorporates a two-arm lift- 
ing mechanism. Lower mounting 
on the chassis frame reduces the 
center of gravity, which is said 
to make for easier loading. 
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| Anthony Offers 
| Low-Mount Hoist 


STREATOR, Ill.—The new An- 


| thony “OK” Hoist, just announced, 
|is designed and manufactured for 


hydraulic hoist dump bodies of 
from 7 to 8 feet in length inclu- 


| sive, with capacities ranging from 


1% to 3 cubic yards, and permits 
a lower mounting on the chassis 
frame than that conventionally 
employed. 

The distance between the top 
of the chassis frame to the bot- 
tom of box is 11 inches, or a re- 
duction of some 21.4 per cent. 
This is said to make for easier 
loading and less likelihood of in- 
terference in bin loading. 


William Ogg Fitzgerald’s famous 
cartoons appear exclusively in Auto- 
motive Daily News. 


ifies LINDERMAN 


BRAKES 


pays no more 


ON NEW 


VERICLES 


Lindermans are being specified in increas- 


ing numbers by 


large fleet operators. 


They have learned that Lindermans—air 


operated, or low pressure hydraulic— 


provide longer lining life, lower main- 


tenance cost, and permanent, BUILT-IN, 


equalization. If you don’t have one, write 


today for a Linderman Brake Manual. 


LOWELL 


SRGEGES contro 





~ CHEVROLET TRUCK 
RBGISTRATIONS 


for the past five years 


exceed those of any 
other make 


The best proof of product-superi- 
ority is buyer-preference. 


The best proof of buyer-preference 


is official sales reeords. 


HERE’S PROOF FOR YOU: 
Total Chevrolet truck registrations 
for the last five years (1933-1937) 

exeeed those of any other make. 


But product-superiority alone cannot account fo | 
the country-wide buyer-preference for Chevrole 
trucks. Sharing largely in the credit are thos 
thousands of Chevrolet dealers who back a superio 
product with superior service to owners—servic 
that, like the Chevrolet truck, is known froi 
coast to coast for reliability, economy and honesty 
CHEVROLET MOTOR DIVISION 


General Motors Sales Corporation 


DETROIT, MICHIGAN 


oS YOU HAVE FRIENDS ' 


UR Or ey Rane 


WHEN YOU HAVE THE Cy 





